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This Month: 


THE A.B.A. CONVENTION by The Editors 


A TEXAS BANK’S SELF-IMPROVEMENT PROGRAM by John J. Faubion, Jr. 


PUTTING THE “SEE” IN PERSONNEL TRAINING by A. Gordon Bradt 
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A good way to make friends for your bank. .. 
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New 
ACCOUNTS 
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Today many banks like the Manufacturers 
Trust Company, New York (pictured here), 
establish special departments to tell teen- 
agers about banking services, encourage 
regular savings. ..make present friends 
and future customers, 


AND ANOTHER WAY: SS ss 
PUT YOUR CUSTOMERS’ CHECKS ON =, 


“The best known name in paper’ 


Because Hammermill papers have earned and So that you may know this fine check paper 
maintained their position of leadership for many better, we invite you to send for the up-to-date 
years, checks on Hammermill Safety are a con- sample book showing Hammermill Safety in a 


tinuing, quietly favorable factor in building good variety of colors and three pleasing backgrounds. 
public relations...a reminder that, even in the Judge for yourself its smooth writing surface, im- 
matter of choosing check paper, sound judgment pressive appearance and high 
guides your bank’s management. protective qualities. 






Send Coupon Now for Sample Book! xz 
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Hammermill Paper Company 
1503 East Lake Road, Erie 6, Pennsylvania 





Please send me, without obligation, a sample book showing 
HAMMERMILL SAFETY. 









Name Position 


(Please attach to, or write on, your bank letterhead.) BCH-SEP 





MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE PA., FOUNDED 1898 
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LETTERS 








Banking in Australia 

Sirs: It was interesting to read in 
your issue of December last the’ very 
descriptive article of the stockholders’ 
meeting at the First National Bank of 
Woodstock, Illinois, and especially to see 
what was done by one bank in a single 
community. 

Banking in Australia is altogether 
different. Commercial banking is con- 
ducted by eight large trading banks and 
the Commonwealth Bank of Australia, all 
with systems of branches. The Common- 
wealth Bank is also the Government 
Reserve Bank. The Bank of New South 
Wales, of which I am an officer, operates 
with a staff of 6,800 in 648 branches 
spread over Australia, New Zealand and 
Fiji with two branches in London. 

Our method of making loan moneys 
available is likewise different from 
yours. All loans, whether on personal 
‘account, or to a farmer or merchant, are 
worked on the overdraft system. A limit 
jof overdrawing on current account is 
) arranged and interest is calculated on 
the daily balance of the account and not 
on the arranged limit. The existing rate 
is four and one-half per cent per annum 
and interest is charged half-yearly. 

We make only a nominal charge for 
keeping current accounts, ten shillings, 
which is a little over one dollar, per 
year. Service charges are not made on 
cheques drawn or deposits made, but a 
collecting charge, exchange, is made on 
cheques deposited and sent to other 
towns for collections. 

C. H. LANG, Sub-Inspector, 

Bank of New South Wales, 

Perth, Western Australia 
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School Savings 

SirS: We thought you would be inter- 
ested in the picture of the members of 
the kindergarten class of the Murphys- 
boro, Illinois, schools making the weekly 





deposits on their accounts in our bank. 
We have the kindergarten class come in 
on one day and the other grades in the 
schools come in on another for depositing 
to their Youth Savings Accounts. 

As you know, these accounts are not 
profitable at the present time, but we 
feel that we are building future cus- 
tomers for banks and teaching the youth 
that they can come into a bank without 
fear. 

FRED B. HERBERT, President, 

The First National Bank, 

Murphysboro, Illinois 
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A la Daniel Boone 

Sirs: Taking a page from pioneer 
history and following the means of 
transportation of pioneer settlers in 
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transporting their precious belongings 
across the Allegheny Mountains on pack 
animals, the Pioneer Bank transported 
the first portion of the opening cash for 
its new Farmers-Merchants Branch from 
the main office to the branch on a pack 
saddle of a small burro. 

The burro was led and accompanied 
by bank employees attired in fringed 


A program that features youth savings accounts 
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cotton duplicates of pioneer buckskin 
jackets. Authentic antique long rifles 
and powder horns were borrowed for 
the occasion. Altogether, the stunt 
created quite a bit of excitement. 

The writer is shown with the burro. 

GEORGE W. CLARK, President, 

Pioneer Bank, 

Chattanooga 1, Tennessee 
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Ardent Reader 


Sirs: I have been an ardent reader 


of your magazine for many years and 
personally think it is the finest banking 
publication that I receive. 
HARTWELL F. TAYLOR, Executive 
Director, 
Consumer Bankers Association, 
Washington 5, D. C. 


Instantly ACCEPTED. ee 


in over 14,995* Railroad Ticket Offices 











**‘A great many travelers use 
American Express Travelers 
Cheques when purchasing tickets,” 
says MatthewF. Clark, ticket agent, 
at Grand Central Station in New 
York City. “‘We consider them as 
good as cash, and, of course, 
accept them just as readily!” 















@ Your customers rely on you to give them the 
best possible service in every way. When you 
sell them American Express Travelers Cheques, 
you offer them the most acceptable cheques 
with the best service in the world. 

American Express originated the Travelers 
Cheque in 1891. Through years of service to 
the public, and vigorous national advertising 
and promotion, they have become by far the 
most widely accepted cheques in the world. 


Instantly Recognized 
in a Million Places 


As a result, at a million places—service stations, 
restaurants, hotels; railroad, bus and air termi- 
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nals; Railway Express and Western Union of- 
fices; shops and stores in the United States and 
all over the world—American Express Travelers 
Cheques are instantly recognized and accepted. 


They Command 
a World of Service 


In case of loss or theft, your customers can 
count on assistance at one of the many Ameri- 
can Express offices in the United States and 
abroad. In time of need, when speed counts 
most, a quick refund or financial help is given 
with the same degree of courtesy and spirit of 
friendliness your customers find at your bank, 


*T otal railroad ticket offices in the United States—15,000. 
Source: National Railway Publication Company 


AMERICAN EXPRESS TRAVELERS CHEQUES 


THE MOST WIDELY ACCEPTED CHEQUES IN THE WORLD! 


Burroughs Clearing House 
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TRENDS TX FINANCE 








Come-Back for Mortgages? 


While the dark pall that has settled 
over most sectors of the mortgage market 
shows no signs of lifting quickly, there 
are some faint streaks of light on the 
horizon. 

What has been termed in some quarters 
as “the worse mortgage crisis since 
1932” was largely induced by the break 
in the bond market, with resulting lower 
prices and higher yields, which tended 
to freeze such securities in the hands of 
investors and made the net return from 
mortgages comparatively unattractive to 
most lenders, especially the VA’s and 
FHA’s with fixed interest rates. Regula- 
tion X has also had a deterring effect. 
Incidentally, the savings and loan asso- 
ciations, with their emphasis on conven- 
tional loans, have been relatively little 
affected by the recent developments. 

Trend analysis. There are a number 
of factors behind the somewhat more 
optimistic future outlook for mortgage 
demand, such as: 

1. A back-tracking bond market, with 
prices on both long and short-terms firm- 
ing somewhat. Close observers look for 
at least a stabilized market, with some 
experts suggesting the possibility of a 
further trend toward higher prices and 
lower yields. The latter would definitely 
help to bring back much of the former 
allure that mortgages held for investors. 

2. A marked increase in the rate of 
savings. It is estimated that saving are 
now being accumulated at the annual rate 
of $22 billion, surpassing any year since 
1945. Thrift deposits in banks, espe- 
cially the mutuals, are expanding at an 
increased pace. 

3. Continued heavy purchases of life 
insurance. Total protection rose $9 bil- 
lion during the first half of 1951 to an 
all-time high of about $243 billion. 

4. Accelerated repayment of existing 
mortgages. Of the $50 billion of out- 
standing residential mortgages held by 
institutional investors it is expected that 
at least 12%, or $6 billion, will be paid 
off this year. 

5. Indications that most insurance 
companies and banks have now largely 
digested the mortgage loan commitments 
made at an earlier date. 

6. Likelihood of a scarcity of new 
insured mortgages due to drastic cur- 
tailment of private home construction 
during the balance of the year. This, 
coupled with the prospect of expanded 
funds seeking investments, seems to 
Suggest a possible scramble for the 
limited number of home loans that will 
be available. 

However, despite the somewhat bright- 
er future outlook for mortgage demand, 
there are still plenty of problems to con- 
cern everyone connected with private 
home building and financing. 

Public housing. One involves the in- 
roads now being made by public housing, 
at the same time that private industry 
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Lenders worry over cutbacks, direct VA lending, public housing 


is cutting back home construction. For 
the first six months of 1951 private 
housing starts decreased more than 27 
per cent as compared with a year ago, 
while public housing starts increased 
650 per cent. The more recent figures 
are even more startling, for in June 
private starts were down 388 per cent 
to 87,000, but public starts were 42,300, 
or no less than 4700 per cent over the 
same month last year. 

Typical of the thinking of private 
lenders on this development is a comment 
of Milton T. MacDonald, president of 
the Mortgage Bankers Association of 
America and vice-president of the Trust 
Company of New Jersey (Jersey City), 
who declares: “Private mortgage bank- 
ing and the building industry have metic- 
ulously abided by Regulation X, the 
voluntary credit curbs and the controlled 
materials plans, as patriotic and neces- 
sary to aid the rearmament effort and 
fight the inflationary spiral. We now 
find, in direct contrast to this, that public 
housing authorities are simultaneously 
grasping this opportunity to achieve the 
debatable goal of more and more sub- 
sidized housing.” 

Direct lending. Lenders are not at all 
happy, either, over the threat of in- 
creased government direct mortgage 
lending to veterans. The rising cost of 
money has made the 4% rate on VA 
loans unattractive, and veterans have 
increasingly complained that they can- 
not obtain private financing of G.I. 
mortgages. As a result, it is expected 
that most sections of the country are 
likely to be added to the 3,000 counties 
or areas already designated as eligible 
for direct loans. Moreover, the bill on 
defense housing recently passed by both 
houses of Congress extends the loan- 


making authority of the VA for two 
years and places the funds for these 
loans on a revolving basis. This will in- 
volve the government in the direct mort- 
gage lending business on an ever-expand- 
ing and more permanent basis. 

One observer has called this one of 
the most serious threats that private 
lending institutions have ever had to 
face, and has advanced the suggestion 
that lenders make some VA loans, at 
least until the permanence of the present 
higher interest rate is more clearly 
determined. 

There does not seem to be much hope 
that VA or FHA rates will be increased. 
The commonly-held opinion was voiced 
recently when Samuel E. Neel, Wash- 
ington counsel for the Mortgage Bankers 
Association, said recently: “I can get 
no indication that the Administration’s 
attitude has changed, which means that 
I can not see any indication that rates 
will be raised any time soon.” 
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Where V.C.R. Stands 


What happens to the mobilization pro- 
gram the first few weeks after Labor 
Day wil! determine the future of the 
voluntary credit restraint program, ac- 
cording to key stabilization officials in 
Washington. 

These men are still predicting a fresh 
surge of inflationary pressure as new 
military contracts are placed and the 
“inflationary gap’? widens to somewhere 
between $10 billion and $20 billion 
on an annual basis. They believe the 
early fall months will tell the story of 
how effective present stabilization ma- 
chinery is. 

Evidence 


The Federal 


inconclusive. 
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| Keystone | 
Custodian Funds | 


| Certificates of Participation in 


| INVESTMENT FUNDS | 


investing their capital in 


BONDS 
(Series B1-B2-B5-B4) 


PREFERRED STOCKS . . : 
(eries K1-K2) A big test for the V.C.R. program looms this fall 


COMMON STOCKS Reserve Board is encouraged by the re- gram rests with them. The National 
(Series $1-S2-S$3-S4) sults of the credit restraint program thus committee just establishes general policy 
far. But some officials there candidly and suggests standards. It’s up to the 
| admit they cannot say just how much __ regional groups to do the really effective 
The Keystone Company of the slackening in pressure for new’ work.” 
50 Congress Street, Boston 9, Mass. credit has resulted from V.C.R. and Grass-roots approach. The Board has 
how much has come from the pause in encouraged decentralization through the 
civilian durable goods sales and pro- formation of regional, sub-regional and 





Southwestern Insurance V.C.R. Committee, Dallas, has busy session 








Please send me prospectuses describing 
your Organization and the shares of your | 
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| 





ies iene 2 duction. special-purpose committees and it is this 
“Our credit restraint organization is grass-roots approach that seems to have 

ee NR i Hanh tn) now just about complete,” one Reserve been greatly responsible for widespread 
Board spokesman explains. “We have cooperation with the program thus far. 

CS ee ee ee aches | 43 different committees functioning Early in the program, for instance, plans 
| throughout the country. So far as pos- contemplated only a commercial banking 

Cay ore eeeeeeeteereesees State ..... . sible, we try to see that responsibility V.C.R. committee in each federal re- 








for the successful operation of the pro- serve district, plus an insurance commit- 
tee and an investment banking com- 
mittee. But to that initial nucleus have 
been added a savings and loan group 
and four mutual savings bank groups, 
as well as several geographically-created 
committees. In the 12th federal reserve 
district, for instance, a single district 
committee didn’t seem feasible for so 
wide an area, so a committee was set 
up in each branch city. In the 7th dis- 
trict, the states of Iowa and Michigan 
each wanted a separate committee. 
“These committees have developed as 
the need for them arose,” a Reserve 
Board official declares. ‘‘That means 
considerable flexibility, and it also sug- 


RE PERU ? gests a true local interest in what we 
sees | are trying to accomplish.” 


Six bulletins. The National Committee 
thus far has issued six bulletins setting 
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The promotion of Peruvian foreign trade has been forth guiding principles for the use of 
P ; : regional and local groups. These bulletins 

one of the main objects of our bank ever since have dealt with the following subjects: 
‘ : . m ways to restrain inventory financing; 
its foundation over 6o years ago. If you are inter ihidin ok a Gea ok ae 
ested in doing business in Peru a letter addressed expansion programs; state and_ local 
; government financing; real estate lend- 

to us will assure you our friendly co-operation. ing; international financing, and loans 


secured by stocks and bonds. ; 
Latest official word on the relation 0 
B A N Cc @) D E Cc R E D i T oO D E L p E R vu the V.C.R. program to the mobilization 


program came from the President’s 


Head Office - - LIMA Council of Economic Advisers. In their 
midyear report, the economists said 4 
62 Branches Throughout the Country good word for the flexibility of voluntary 


credit curbs, but at the same time made 
it clear that the Administration expects 
private lenders ‘to tailor their activities 
to the overall government goals for com- 
bined defense production and civilian 

output. The council said, “The continu- 
| ing effort to make the program of voiun- 


CAPITAL - S$/.40,000,000.00 
SURPLUS - S/.48,271,227.93 


"Peru's Oldest National Commercial Bank" 
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” and that Credit Report trom Bankers 
Trust certainly gavé us the facts we wanted. 
/ hear that every credit inguiry rhey get 
receives the personal attention of an exper/- 
enced credif officer...” 
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How you can get dependable Credit Information 








You, of course, know the impor- 
tance of getting accurate, depend- 
able credit information — credit 
information which can be acted 


upon with confidence. 


That is the kind of credit in- 
formation you receive when you 


Send us your credit inquiries. 


Credit information from Bank- 
ers Trust is based on personal in- 
terviews with suppliers, customers, 
competitors, banks, trade associa- 


tions and regular credit agencies, 
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Our credit investigators and 
analysts are well-trained, compe- 
tent, and experienced. In addition, 
every credit inquiry receives the 
personal attention of an experi- 
enced credit officer. He supervises 
the investigation and evaluates the 
facts obtained in the light of cur- 
rent trade and business conditions, 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


This “officer management” offers 
you a decided advantage. 

This is just one of the many 
services Bankers Trust offers its 
correspondents and customers. If 
you require an efficient New York 
banking connection you are in- 
vited to write us at 16 Wall Street, 
New York 15, N. Y. 








tary credit restraint more. effective 
should receive the full and active sup- 
port of private and Government lenders. 
Voluntary restraints have the selectivity 
so necessary during the mobilization 
period. In order that the campaign of 
voluntary control may be as effective as 
possible, it is necessary that the lending 
policies of Government agencies con- 
tinue to be kept in conformity with those 
of private institutions. It is also essential 
that the voluntary credit committee be 
guided at all times by the production 
goals set by the mobilization agencies.” 

In attempting to analyze how effective 
the V.C.R. program has been to date, the 
Federal Reserve Bank of Chicago in its 
monthly review, Business Conditions, 


concludes that there is no ready answer 
to the question. 

As one accompanying chart shows, the 
rise in business loans by large banks in 
leading cities came to a halt during the 
second quarter. Moreover, the other 
chart discloses that this halt was achieved 
despite a substantial rise in defense 
borrowings, so that there was a drop 
in loans for inventory, working capital, 
and other purposes. 

Other factors. However, the Reserve 
bulletin points out that the V.C.R. pro- 
gram was only one of a number of factors 
operating to reverse the trend of credit. 
There is usually a seasonal drop in the 
second quarter; lenders had to take a 
loss in switching from Governments to 





A MESSAGE FOR ABA CONVENTIONERS AND ‘STAY-AT-HOMES’, TOO — 





CHARLES C. KUNING 
Vice-President 


WM. ©. KURTZ, IR. 


L. E. CORRINGTON, 3R. 
Assistant Cashier Representative 








WILLIAM 8. WHITMAN 
Assistant Vice-President 


4. ROY WEST 
Representative 


| Our Welcome Mat is always out... 





Our close association with many banking institu- 
tions, large and small, makes it possible for American 
National Bank and Trust Company of Chicago to be 
of service in many special ways. 


If you or your depositors have interests in Chicago, 
our experience and facilities, backed up by our 
“‘philosophy of service,” may prove especially helpful 
to you. In every instance, we offer prompt, interested 


cooperation which many of our correspondent banks 
~ have found to be of unusual value. 


Why not come in and visit us at the bank while 
you’re attending the American Bankers Association 
Convention? And, of course, we'll be seeing you at 
the official sessions, and in between times in the 
reception areas and convention meeting places. 


American National Bank 


and Trust Company of Chicago 


LA SALLE AT WASHINGTON, CHICAGO 90 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 











Bilfion dollars 
22 


BANK LOANS TO BUSINESS 


Billion dollars (Leading Cities) 
22 
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Second quarter loans level off ... 
| [nes cere cen me 


DEFENSE BORROWINGS RISE 


for 
defense 
uses 





Million 
dollars 
| +400; 























... despite heavy defense borrowings 


V.C.R. only one factor 





loans; the price level remained stabilized 
| or declined; consumer buying slackened 
off; and more lenders began to feel 
“loaned-up.” 

Nevertheless, the Reserve Bank thinks 
that several real advantages can be 
scored for the V.C.R. program. There is 
less fear that customers turned down on 
inflationary loans will find credit accom- 
modation elsewhere. Lenders can cite 
the opinion of the V.C.R. committees in 
| refusing unproductive or unnecessary 
| loans. And, the program has made the 
lenders more aware of the potent infla- 
tionary forces which are unleashed by 
continued loan expansion. 

Pressure to rise. In the period ahead, 
a rising tide of seasonal and defense 
demands for loans is expected to intensify 
pressure upon lenders. Business loans 
are already rising. “Thus the coming 
months will present the Voluntary Credit 
Restraint program with its severest chal- 
lenge and greatest opportunity,” the 
Reserve bulletin asserts. 
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E Bond Pros and Cans 


Some vigorous counterattacks against 
the tendency in many quarters to dis- 
parage United States Defense Bonds 
have recently been waged, in conjunc- 
tion with the current campaign to step 
up sales. 

Among those taking up the cudgels 
in behalf of the bonds are highly- 
regarded William H. Neal, senior vice- 
president of Wachovia Bank and Trust 
Company, Winston-Salem, North Caro- 
lina, and Miss Sylvia Porter, bond 
authority and financial editor of the 
New York Post. Instead of resortiny to 
patriotic and emotional appeals, {hey 
have frankly looked facts in the face and 
examined some of the critical comments 
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against the bonds, some of which have 
emanated from bankers and others in 
the financial field. 

Drop in dollar. One familiar theme is 
that the purchasing power of the dollar 
has so diminished since 1941 that those 
who have invested in the bonds “have 
taken a licking.” Acknowledging the 
decline in the dollar’s buying value, 
“Bill” Neal points out that if we had 
not channeled billions of these dollars 
from the spending stream into war 
bonds, the drop would have been much 
greater. Also, he adds, millions of peo- 
ple who bought the bonds would other- 
wise have simply spent their wages and 
would néw have *nothing but memories 
of fat pay checks. The answer, he be- 
lieves, is not to reduce bond purchases 
and other forms of savings, but to in- 
crease them to make up for their reduced 
purchasing power. 

Common stocks. There is also the 
charge that defense bonds provide no 
hedge against future inflation, as do 
cmmon stocks, for example. “This 
argument is simply too theoretical,” says 
Miss Porter. “It doesn’t take into con- 
sideration the fact that you have to buy 


it at the right time, and that you have 
to have nerve enough to hold it through.” 
Also, defense bonds are termed an excel- 
lent hedge against possible deflation, 
which is a future contingency to be 
reckoned with by investors. 

Spending protest. A frequent asser- 
tion is that the public should cease buy- 
ing the bonds, as a protest against Gov- 
ernment waste and extravagance. While 
expressing sympathy for the objective, 
Mr. Neal contends that the battle against 
non-essential spending must be waged 
on other ground—in Congress where 
appropriations are voted, and on the 
home front where boondoggling is en- 
couraged. Refusing to support the de- 
fense bond program because of a spend- 
thrift government is called “cutting off 
our collective nose to spite our collective 
face.” Instead of silencing the voice in 
government that is promoting systematic 
saving, Mr. Neal suggests that it be made 
louder and more effective so that it will 
reach more of the masses and give them 
a larger financial stake in economical 
government. 

Savings accounts. Mr. Neal admits 
that many bankers regard defense bonds 
as being in direct competition with sav- 
ings accounts, but on the contrary he 
believes that the program has brought 
the thrift habit to millions who would 
not otherwise have been reached. “Now 
that they have the habit they will also 
use bank savings accounts more regularly 
than ever before,” he maintains. “When- 
ever bond sales have increased, savings 
deposits have increased. Savings bonds 
and savings accounts are more comple- 
mentary than competitive.” 

Interest hike. It is also acknowledged 
that the recent general rise in interest 
tates invokes the question as to whether 
the defense bond rate should be adjusted 
upward. While he thinks that a higher 
tate would stimulate some additional 
buying, particularly by the larger in- 
vestors, Mr. Neal believes that the pres- 
ent package—a 2.9 per cent rate on E 
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BACKING UP THe PLAY 





Recognize it? The pitcher backs up the catcher as the 
ball whips home. Teamwork like that makes champions 
... keeps them ahead in any league! 


Teamwork is important in business, too, particularly 

in today’s rearmament economy. When a banker 

lends funds to a manufacturer, the insurance man 

backs up both by providing sure protection against the many 
uncertainties and risks facing business today. 


For over 65 years American Surety Company, through 

a nation-wide network of agents, has specialized in 
protecting America’s banks and industries. This long 
experience can help you to work out the unusual insurance 
problems currently connected with your service to 
customers. Call our agent in your community today... 
he’ll be glad to make the necessary arrangements. 





100 Broadway, New York 5, N. Y. 


FIDELITY + SURETY - CASUALTY - INLAND MARINE » ACCOUNTANTS LIABILITY UT 








bonds, a guarantee against decline in 
dollar value, and quick availability—is 
still a good package. 

Other side. Of course, there is always 
an opposite side of the fence, and a 
prominent spokesman on this other side 
is Professor Sumner Slichter, noted 
Harvard University economist. Recently 
discussing how moderate-income families 
could protect their meager savings 
against inflation, he advocated building 
up a savings account equivalent to at 
least two months’ salary, for sudden 
emergencies. He termed accumulating 
such a bank fund “better than buying 





E bonds because a savings account 
usually pays at least 2 or 2% per cent 
interest while E bonds, if cashed for 
emergency use during the first year or 
two, pay little or no interest at all.” 


. e e 


Corporate Borrowings 
Despite market conditions which called 
for bargain prices and higher yields, 
financing of record-breaking plant and 
equipment expenditures during the first 
seven months of this year brought about 
a very sharp expansion in the volume 





PROblems of 
PROperly 
PROtecting 
PROperty 


GROUP OF 


The Phoenix Insurance Co. 
Hartford, Connecticut 


The Connecticut Fire Insurance Co. 
Hartford, Connecticut 


Equitable Fire & Marine Insurance Co. 
Providence, Rhode Island 


Minneapolis, Minnesota 





PRO’S aad CON’S 
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CONsult us with 
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CONstructive solutions 
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INSURANCE COMPANIES 
Time Tried and Fire Tested 


Minneapolis Fire & Marine Insurance Co. 


The Central States Fire Insurance Co. 
ichita, Kansas 


Atlantic Fire Insurance Co. 
Raleigh, North Carolina 
Great Eastern Fire Insurance Co. 
White Plains, New York 
Reliance Insurance Co. of Canada 
Montreal, P. Q., Canada 
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Member Federal Deposit Insurance Corporation 





| 19 of America’s 25 Largest 
Businesses are Shawmut Customers* 





The National Ch nt Bank 


40 WATER STREET, BOSTON 


Capital and Surplus $30,000,000 
* Based on Sales Reported by Moody's Mazual. 
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of new bond and _ stock offerings, 

During this period it is estimated that 
securities floated for new capital pur. 
poses totaled 3.8 billion dollars, which jf 
realized will be the largest flotation on 
record except for 1929, and more than 
one-third greater than the volume fo; 
the corresponding months of 1950. 

As shown in the accompanying chart. 
new securities offered by manufacturers 








TREND OF CORPORATE FINANCING 


Monthly averages, security issues for new capital 
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Boom in new issues 


increased most rapidly, exceeding those 
for the entire year of 1950, and reflecting 


| especially heavy capital outlays for plant 





facilities. 

New public utility issues rose less 
rapidly, while railroad flotations actually 
dropped 30 per cent despite higher 
capital disbursements, which were partly 
financed through banks and other institu- 
tions on conditional sales contracts. 

Much of the corporate financing ha‘ 
been privately arranged for earlier, and 
was not affected by subsequent risi g 
interest rates. In many other cases, the 
increased borrowing cost was apparently 
offset by tax considerations. 


5 Sd 


New Blood in 
World Capital Arteries 
There appears to be a resurgence of in- 
terest and activity in the long-quiescent 
field of international investment. 
One noteworthy straw in the wind is 


| the announcement of plans for the for- 
| mation of the Brazilian investment bank- 


ing firm to be jointly financed by Amer- 
ican and local interests, to mobilize 
capital for industrial development in the 








fast-growing South American country. 
Under the plan, 52 per cent of the 


launching capital of 50,000,000 cruzeiros 


(about $2,925,000) will be put up by 
Chase Bank, an affiliate of Chase Na- 
tional Bank in New York ‘City, and by 
the Rockefeller-backed International 
Basic Economy Corporation. The balance 
is to be subscribed by Brazilian financial 
interests, including Banco do Comercia 
e Industria do Sao Paulo, Banco Boa- 
vista, Banco Moreira Salles, and Banco 
Portugues do Brasil. 

Taking a leading part in the advance 
negotiations were two top level Chase 
National officers, Edward L. Love, senior 


| vice-president, and David Rockefeller, 


vice-president. They explained that while 
the charter of the new enterprise will 
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authorize a broad range of activities, 
the primary business will be the under- 
writing and distribution of securities 
and the investment of capital. The firm 
will not accept deposits or make com- 
mercial loans. 

Israel issue. The largest foreign flota- 
tion ever made in the United States is 
the $500,000,000 State of Israel Inde- 
pendence Bond Issue, which will finance 
a three year program of economic devel- 
opment for that Jewish homeland. The 
sale of the issue is being. managed and 
directed by the American Financial and 
Development Corporation for Israel, 


headed by Henry Morgenthau, Jr., as | 


chairman of the board of governors. 


A customer bulletin by the brokerage | 


firm of Shearson, Hammill and Co. gives 
a detailed analysis of the bonds, Israel’s 
national economy, the development pro- 
gram, and how the proceeds of the bond 
issue will be used. While in many cases 
subscriptions to the bonds are being made 
with a donor’s attitude, the bulletin con- 
cludes that upon the basis of rate of re- 
turn and certainty of repayment the 
Israel Bond Issue may be bought from a 
straight investment standpoint. 

Another step. Meanwhile the Interna- 
tional Bank for Reconstruction and De- 
velopment has taken tangible steps to 
create a world-wide market for its securi- 
ties, and to increase the loanable funds 
at its disposal. 

In May it sold 5,000,000 pounds (ap- 
proximately $14,000,000) of 3% per cent 


20-year bonds through public sale in the | 
United Kingdom. The issue was under- | 


written by the London banking firm of 
Baring Brothers & Company, Limited, in 
conjunction with Lazard Brothers & Co., 
Limited, Morgan Grenfell & Co., Lim- 
ited, N. M. Rothschild & Sons and J. 
Henry Schroder & Co. 

Subsequently came the second public 
offering, through a syndicate of leading 
Swiss banks, in the form of 3% per cent 
twelve-year bonds totaling 50,000,000 
Swiss francs (approximately $11,500,- 
000). The banking syndicate included the 
Swiss Bank Corporation and Messrs. A. 
Sarasin & Co., of Basle; the Credit 
Suisse, Union Bank of Switzerland, So- 
ciete Anonyme Leu & Cie., and the So- 
ciete Prive de Banque et Gerance, of 
Zurich; the Banque Populaire Suisse, of 
Berne; and the Groupement des Banquiers 
Prives Genevois, of Geneva. 

Commenting on the signficance of such 
issues, President Eugene R. Black of the 
International Bank states: “The avail- 
ability of other currencies to the Bank 
can enlarge the scope of the Bank’s lend- 
ing operations and greatly assist eco- 
nomie development in member countries 
nose foreign-exchange earnings are 

iofly in currencies other than dollars.” 

from Switzerland. As a further step 

the direction of restoring a flow of 
private capital to international invest- 
ment, Swiss Bank Corporation, Basle, 
largest of the Swiss commercial banks, 
announces the formation of a Canadian 
company with the title “Swiss Corpora- 
tion for Canadian Investments, Ltd.” The 
new corporation with an authorized share 
capital of $2,000,000 began operations 
August 1 as dealers in investments and 
aS general financial agents. It will not 
enter the field of commercial banking. 
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Thorough Training in Correct Procedures 
Assures Fast Installation of 
Field Warehouses 

St. Louis Terminal has accumulated knowledge and developed 


procedures that have resulted in an enviable record of 


establishing and maintaining valid field warehouses. 


Knowing exactly how to go about the job means faster 
installations with less trouble, and fewer lost motions for 
both the banker and his customer. 


For more evidence of St. Louis Terminal’s ability to serve you 
and your customers, write or wire the office nearest you. 


ST. LOUIS TERMINAL WAREHOUSE CO. 


oo ie. More Than a Quarter Century of Warehousing Service 
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< Ferran <, 
= 5 Executive Offices: ST. LOUIS 2, MO., 826 Clark Ave. 
- CHICAGO 3, ILL. KANSAS CITY 6, MO. CINCINNATI 2, OHIO 
3° : First National Bank Bldg. Waldheim Bldg. Carew Tower 
2 S MEMPHIS 3, TENN. DALLAS 1, TEXAS ATLANTA,GA. HOUSTON 2, TEXAS 
% 2 Sterick Bldg. Construction Bldg. Healey Bidg. West Bidg. 
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Continental Illinois National Bank 
and Trust Company of Chicago 


LaSalle, Jackson, Clark and Quincy Streets 
LOCK BOX H, CHICAGO 90, ILLINOIS 
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Conventions Coming 


Across the country the haze of early 
fall is thickened by clouds of midnight 
oil burned by the hard-working commit- 
teemen whose job it is to round out 
programs for the forthcoming meetings 
of many banking and financial associa- 
tions. Gathering this year to review past 
activities and to speculate on the future, 
convention delegates will be greeted 
in beautiful convention locales by im- 
posing agendas of facts, fun and fellow- 
ship. 

Highlighting a year of far-reaching 
banking activity will be the 77th Annual 
Convention of the American Bankers 
Association, which is previewed at length 
in an article beginning on page 27 of 
this Burroughs Clearing House issue. 
The following paragraphs sum up briefly 
the published plans for fall meetings 
of some of the other major financial 
associations. 


Mortgage Bankers. With the past six 
months representing a period of the 
sharpest curtailment in mortgage lend- 
ing activity in nearly a quarter of a 
century, mortgage lenders and investors 
from all sections of the country will 
gather in San Francisco, September 
11-14, for the 38th annual convention 
of the Mortgage Bankers Association of 
America with their primary objectives 
to determine the prospects for a resump- 
tion of a normal flow of mortgage funds. 
About 1800 mortgage, commercial and 
mutual savings bankers, life insurance 
officers, title and trust company execu- 
tives, builders, and savings and loan and 
real estate officers are expected to at- 
tend what may prove to be the largest 








Fall Convention Schedule 


Mortgage Bankers Association of Amer- 
ica—Annual Convention, September 11-14, 
Mark Hopkins and Fairmont Hotels, San 
Francisco 





Association of Bank Women—Annual Con- 





| vention, September 27-30, Hotel Sheraton, 
} Chicago 


American Bankers Association — Annual 
Convention, September 30-October 3, Stevens 
Hotel, Chicago “ < ji 


Robert Morris Associates—Annual Fall 
Conference, October 7-10, Waldorf-Astoria, 
New York City 


i! Western Regional Trust Conference, Amer- | 
] 








ican Bankers Association—October 17-19, St. 
Francis Hotel, San Francisco 


Consumer Bankers Association — Annual 
Convention, October 21-24, Edgewater Beach 
Hotel, Chicago 


| 
National Association of Bank Auditors 
and Comptrollers — Annual Convention, | 





October 22-25, Roosevelt Hotel, New Orleans 


| National Savings and Loan League—Fall 
| Conference, November 4-7, Greenbrier, 
White Sulphur Springs, West Virginia 


Annual Mid-Continent Trust Conference, 

American Bankers Association, November i 

8-9, Drake Hotel, Chicago | 
| 


United States Savings and Loan League— i 
Annual Convention, November 9-13, Miami | 
Beach, Florida | 


Financial Public Relations Association— | 
Annual Convention, November 12-15, Holly- | 
wood Beach Hotel, Hollywood, Florida | 








annual meeting in the history of the 
organization. 

The question of mortgage money will 
be completely explored at a _ special 
forum conducted by W. A. Clarke, 
president, W. A. Clarke Mortgage Com- 
pany, Philadelphia, and special consult- 
ant to the Federal Reserve Board. A 
line-up of distinguished speakers will 


cover topics ranging from government 
regulation through accounting and cus- 
tomer relations. 

Another feature of the convention 
will be several sessions devoted to mort- 
gage loan servicing, which has assumed 
far greater importance in the industry 
in recent years due to increasing costs 
and the fact that interest rates have 
tended to remain consistently low. 

The convention committee is headed 
by William A. Marcus, senior vice- 
president of The American Trust Com- 
pany, San Francisco, and local arrange- 
ments are in charge of the Northern 
California Mortgage Bankers Associa- 
tion. 

Robert Morris Associates. The palatial 
Waldorf-Astoria has been chosen as the 
scene for the fall conference of Robert 
Morris Associates, the national associ- 
ation of bank credit men. On the calen- 
dar for October 7-10, the meeting will 
offer top-notch speakers plus an out- 
standing discussion panel. Balancing the 
timely business agenda, the Host City 
Committee has mapped out a fast-paced 
entertainment program that includes a 
bit of sightseeing, sport, and an eve- 
ning on Broadway. 

Consumer Bankers. The 31st annual 
convention of the Consumer Bankers 
Association is shaping up under the 
planning direction of L. D. Lacy, presi- 
dent of the Central State Bank, Okla- 
homa City. The Edgewater Beach Hotel 
in Chicago has been chosen for the 
meeting which will be held October 
21-24. As in the past, each day’s busi- 
ness session will be topped off with in- 
formal evening “bull sessions,’’ with 
smaller groups of association members 


For the NABAC convention, a hard-working committee and a colorful locale 


NABAC New Orleans host committee. Seated, left to right: G. L. Ruhlman, Hibernia National Bank; J. C. Shea, Whitney National; J. E. 
Wax, National Bank of Commerce; and J. H. Peterson, New Orleans Clearing House Assn. Standing, left to right: J. Bonnecarrere, Na- 


tional Bank of Commerce; V. 


A. Allenbach, Federal Reserve Bank; M. Kennedy, Hibernia National; C. Setze, National American Bank; 


E. A. Mugnier, Whitney National; L. M. Barrousse, Whitney National; W. S. Otto, Louisiana Savings Bank; and C. Bachemin, Whitney 


National. 
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At right, Pirates’ Alley, New Orleans, one of many historic attractions 
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discussing practical operational ideas. 

The NABAC. Colorful, historic New 
Orleans will be the site of the 27th an- 
nual convention of The National Associ- 
ation of Bank Auditors and Comptrol- 
lers, to be held October 22-25. John 
Shea, vice-president, Whitney National 
Bank, New Orleans, who is general 
chairman of the New Orleans committee, 
promises another excellent program for 
delegates this year. In a letter to mem- 
bers of the Association he said, ‘“Top- 
notch speakers will discuss such sub- 
jects as auditing, the Excess Profits Tax, 
protection of records in wartime, cost 
procedures, current personnel problems, 
and a panel on operations which will 
feature a revolutionary idea in bank 


bookkeeping.” The operations panel, 
which proved extremely popular at 
the NABAC convention in Kansas 


City last year, will spend two hours dis- 
cussing operations from every angle, 
and this part of the program, entitled 
“What’s Your Problem,” should be one 
of the highlights of the convention. 

The same NABAC committee that 
wrote the excellent manual, “Bank 
Costs,” has been assigned program time 
to discuss cost procedures and describe 
the installation and maintenance of a 
cost program for the small as well as 
the large bank. 

An important part of evry NABAC 
convention is bank equipment and serv- 
ices on exhibit. Delegates can look for- 
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Use beautiful and balanced Certificate Bond for 


your business and personal stationery. Certificate 


is balanced for better printing and typewriting by 


the correct pop test, tear, and folding endurance 


for its fiber content. Write for a Sample Book. 


Certificate is also available in 8% by 11, ream 


boxes for home and office use. 


CROCKER-McELWAIN COMPANY 
Holyoke, Massachusetts 
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ward to seeing several new ideas in 
bank equipment, which will be publicly 
shown for the first time at the New 
Orleans meeting. Recesses are scheduled 
during each session at the convention 
to allow delegates ample time to study 
the products on display. 

Train reservations are being made for 
a “NABAC Special” out of Chicago on 
Sunday, October 21 (5 P.M). Delegates 
who want to travel on this train should 
contact J. Carl Sommer, assistant audi- 
tor, The First National Bank of Chicago, 
Chicago 90, Illinois. 

National Savings and Loan. The fall 
conference of the National Savings and 
Loan League, which is slated for No- 
vember 4-7, at Greenbrier, White Sul- 
phur Springs, West Virginia, is actually 
a policy meeting conducted in round- 
table style. The meeting covers current 
management problems as well as as- 
sociation business. The annual conven- 
tion of the National Savings and Loan 
League is held each spring. 

A.B.A. Trust Conferences. The active 
Trust Division of the American Bankers 
Association has scheduled two important 
regional meetings for trust officers, ac- 
cording to Raymond H. Trott, president 
of the Trust Division and president of 
the Rhode Island Hospital Trust Com- 
pany, Providence, Rhode Island. 

In San Francisco, the 25th Western 
Regional Trust Conference will be held 
at the St. Francis Hotel, October 17-19. 
The hosts for this conference will be 
the Association of the Trust Companies 
of Central California. Eleven western 
states will be represented at the meeting. 

In Chicago, the 20th Mid-Continent 
Trust Conference will be held at the 
Drake Hotel, November 8-9. The hosts 
for this conference will be the Corpo- 
rate Fiduciaries Association of Chicago. 

U. S. Savings and Loan League. Over 
2,000 delegates will be accommodated 
in nearly 30 of the luxurious hotels of 
Miami Beach, Florida, during the 59th 
annual convention of the United States 
Savings and Loan League. Most of the 
general sessions of the convention, which 
will be held November 9-13, will con- 
vene in the city’s new Municipal Audi- 
torium. In addition to the planned pro- 
gram of qualified speakers from business 
and government, timely panel discus- 
sions, and a large exhibit of equipment, 
materials, and services, the planning 
committee of the League has arranged 
a series of outstanding air and boat tours 
to South America, the West Indies, and 
Cuba for convention delegates. 

The F.P.R.A. Climaxing the fall season 
of national meetings will be the 26th 
annual convention of the Financial 
Public Relations Association. Scheduled 
for November 12-15, this year’s con- 
vention will be held at the Hollywood 
Beach Hotel, Hollywood, Florida. Fur- 
ther details of the F.P.R.A. meeting 
will appear in a later BCH issue. 


e e e 


Saturday Closing 

After testing Saturday closing plans 
during the slow summer months, man} 
banks throughout the country that have 
operated on a six-day work-week basis 
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Just pick up your 
telephone... 


Yes, an zmmediate answer to your needs 
is as close as your telephone... prompt, 
) personal attention to all your require- 


ments... through the complete facilities 


of The Northern Trust Company. 


* 24 hour collection service 


* Assistance in loans 
* Safekeeping service 


* Facilities for the purchase 
and sale of U.S. Gov't, 
State, Municipal Bonds 


* Credit, Business and 
Market information 


* Investment Research facilities 


* Assistance in handling foreign 


transactions 





* Plus a wealth of operational facilities to serve you, your 
bank, and at your request—your customers. For complete 
information—call, write or phone 


THE BANK OF PERSONAL SERVICE 


THE NORTHERN TRUST COMPANY 


50 SOUTH LA SALLE STREET, CHICAGO 90 + FRANKLIN 2-7070 


Member Federal Deposit Insurance Corporation 
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It’s easier 
with a TICKOMETER! 


Counting anything is easier with a Tickometer . . . cards, tickets, 
sales slips, coupons, forms, currency, checks! 

And faster—eight to ten times faster than experienced manual 
counters! The Tickometer handles from 500 to 1,000 items per 
minute . . . automatically and accurately records part or full counts 
on easy-to-read registers . . . optionally imprints, endorses, or 
cancels as well as counts. Saves clerical time in hundreds of banks 
and business establishments, small as well as large. 

Anybody can use the Tickometer. Rented, never sold, it requires 
no investment . . . Serviced from all PB’s 93 offices. Ask for a 
demonstration . . . or send coupon for free illustrated brochure. 


= PITNEY-BOWES 


TICKOMETER & 


al Counting & Imprinting Machine _, 





PITNEY-BOWES, Inc., 3191 Pacific St., Stamford, Conn. 


' Please send illustrated Tickometer booklet to: 
, »\, Name = 





Firm 





U.S and Canada, Address 
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in the past have decided to switch per- 
manently to the five-day week. 

Eight Los Angeles banks, with many 
banking offices in Southern California, 
have announced year-round Saturday 
closing following favorable reception 


| of the policy on the part of the public 


during the summer. Scheduled to remain 
closed on Saturdays are California Bank, 
The Canadian Bank of Commerce (Cali- 
fornia), Citizens National Trust and 
Savings Bank, Farmers and Merchants 
National Bank, Union Bank and Trust 
Co., Security-First National Bank (with 
the exception of the latter’s branches in 
the Pasadena area), Broadway State 
Bank and Hollywood State Bank. In- 
dications are that branches of some of 
these banks will remain open additional 
hours on Fridays. 

Meanwhile, the major banks in Day- 
ton, Ohio, and Memphis, Tennessee, are 
debating a permanent switch to the 
five-day policy. The banks in these towns 
originally planned to use the Saturday 
closing-extra Friday hours formula only 
during the summer months, but it has 
been so well received by both employees 
and public that permanent adoption of 
the plan seems likely. 


Stockpile of Talent 


Many of the nation’s leading bankers 
entered the profession through positions 
as bank examiners. In recent years, a 
major bank supervisory agency, the Fed- 
eral Deposit Insurance Corporation, has 
followed a training policy designed to 
facilitate the movement of F.D.I.C. ex- 
aminers into positions of responsibility in 
banking ranks. 

Recognizing that its most aggressive 
and efficient examiners are likely to dis- 
cover challenging opportunities in private 
banking, the F.D.I.C., under the direc- 
tion of Chairman Maple T. Harl, Vice- 
Chairman and Comptroller of the Cur- 
rency Preston Delano, and Director H. 
Earl Cook, has established the two-fold 
policy of (1) enrolling promising exam- 
iners in the A.B.A. Graduate School of 
Banking, and (2) offering to all F.D.I.C. 
examiners the privilege of testing their 
talents in the private banking arena with- 
out irrevocably leaving their Government 
jobs. 

Diploma and guarantee. Each year the 
F.D.I.C. selects one promising examiner 
from each of the twelve districts for 
cost-paid enrollment in the Graduate 
School of Banking. To date, 26 exam- 
iners have completed the G.S.B. training 
and another 25 are currently enrolled. 

The F.D.I.C. directors refrain from 
extracting from these trainees any sort 
of long-term vow to remain in Govern- 
ment service despite attractive outside 
offers. As pointed out by many of the 
graduates, there is a strong incentive for 
the trained examiner to aspire to more 
responsible positions in the F.D.L.C. 
examining service. 

All F.D.I.C. examiners, whether or net 
they have received special training 
through the agency, are on a par as to 
outside job opportunities. When a F.D.1.C 


| examiner does leave the agency to take 
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a private banking job, he is given the 
assurance that he may rejoin the examin- 
ing force at any time during a 12-month 
period if for some reason the private 
banking position does not work out satis- 
factorily. 

Thumb-nail sketch. Any bank interested 
in procuring the services of a F.D.I.C. 
examiner will find that agency most 
helpful in working out the details. Chair- 
man Harl states that while F.D.I.C. 
will decline to advise a bank whether to 
hire an examiner, a thumb-nail sketch 
of the man under consideration will be 
provided on request. 

This thumb-nail sketch is based on the 
examiner’s fitness reports together with 
the critical observations of his F.D.I.C. 
superiors. The sketch merely states 
facts, both good and bad as the case may 
be, from which the prospective bank 
employer may draw his own conclusions. 

The purpose of the thumb-nail apprai- 
sal is to give the examiners a fair break 
on outside jobs without tending to “push 
them forward.” The F.D.I.C. feels that 
banks can draw upon examiner staffs 
for future executives with great benefit 
to the industry, but the agency directors 
are careful to avoid any semblance of 
thrusting their Government-trained men 
into private competitive banking. 


Shining Landmarks 


By focusing attention on the outstand- 
ing architectural details of their quarters, 
two banks, one in Illinois, the other in 
New York, recently strengthened public 
identification of their business locations 
and gathered a wealth of favorable 
publicity. 

With light. The imposing tower of the 
First National Bank of Peoria, Illinois, 


When the lights go on, the bank 


is visible for miles 


First National Bank of Peoria, Illinois 
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STRAIGHT AS THE CROW FLIES 


to TULELAKE or CALEXICO* 


Through its California-wide service (yours through 
one account in Los Angeles or San Francisco) Bank of 
America gives you direct routing to cities and towns 
throughout the state. This personalized service pre- 
serves the “human touch" in your correspondent 
relationships as well as providing speed and effi- 
ciency in the handling of California transactions. 


*The Northernmost and Southernmost California communities 
served by Bank of America branches. Over 300 other California 


communities have one or more Bank of America branches, 


Bank of America 


NATIONAL TRUSTS? ASSOCIATION 


Bank of America Travelers Cheques 
are known the world over. 


Sell them to your customers. 
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Keep in touch With 


CANADA 


through us 












Foreign trade is Canada’s 
business, and Canada’s business 
is our business. 


This Bank has 226 Branches 
throughout Canada. These are 
constantly In touch with 

market conditions in their 
areas. Their knowledge is intimate 
and up-to-date. 


Keep in touch with Canada 
through us. Just write or call the 
British and Foreign Department, 
Imperial Bank of Canada, 
Head Office, Toronto, Ontario. 


IMPERIAL BANK 


OF CANADA 


























is Local ! 


—- Nearly everyone in 
Oklahoma City knows this 
little man. In the minds of 
Oklahoma Cityans he 
represents a friendly, 
growing, aggressive bank. 
He’s City National’s 
ambassador of good will. 
And by the same token we at 
City National know the folks 
here. We know how they 
think and what they’re doing. 
That’s why our 
correspondent service is 
growing. Perhaps we could 
serve you in Oklahoma, too! 


AND TRUST COMPANY + OKLAHOMA CITY 


MEMEEE: FEOE RAL BEFOSIT IHEURANCE COMPCBATION 
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is now sharply etched against the night 
sky by a battery of giant floodlights. 
The unusual lighting arrangement is 
formed by 16 floodlights, arranged four 
on each side of the highest balcony of 
the 16-story building, producing a com. 
bined lighting strength of 8,000 watts. 
Public comments were quick to reach 
the desk of the bank’s president, William 


| E. Stone, following inauguration of the 








lighted tower. Since the First National 
Bank is the tallest building in Peoria, 
many persons reported -that the lighte:| 
bank tower was visible for several miles 
outside of the city. 

With gold. The Savings Bank of Utica, 
New York, has been popularly known 
for over half a century as the “Bank 
with the Gold Dome.” Residents of the 
city followed with keen interest the recent 
operations that put a new covering of 
gold leaf over the bank’s stately dome. 

The fragile 23-karat gold leaf was 
originally attached to delicate paper 
streamers which could be unrolled over 
the bank dome only on windless days. 
The paper sheets, leaf side down, were 
tamped firmly with velvet cloth, causing 
the gold to adhere to the copper plating 
of the dome. This tricky process, which 
involved over $3,000 worth of gold leaf, 
produced a bright, sparkling finish that 
will remain unblemished for at least 15 
years. 


Savings. Profit-Sharing Plan 

As a supplement to its regular em- 
ployee retirement plan, the Republic Na- 
tional Bank of Dallas recently instituted 
a savings and profit-sharing retirement 
fund plan. The purpose of the trust is 
three-fold: to permit employees to share 
in the profits of the bank; to encourage 
habits of thrift; and to provide eligible 
employees with an estate composed of 
their own accumulated earning, a con- 
tribution from the bank, and earnings of 
the trust. Participation is voluntary. 

All regular employees of the bank who 
have completed at least one full year of 
continuous, active employment are eligi- 
ble for participation in the plan. Con- 
tributions may be made to the fund ac- 
cording to the participant’s desires so 
long as contributions do not exceed five 
per cent of the annual rate of pay. Such 
contributions increase a_ participant’s 
share of fund earning as apportionment 
is based on individual account balances. 

How split. The bank’s contributions to 
the fund will be a sum equal to 10 per 
cent of its net earnings after taxes in 
each calendar year. Contributions made 


| by the bank cannot revert to the bank nor 


be used other than for the exclusive bene- 
fit of employees or their beneficiaries. 
The bank’s contribution to the fund is 
allocated in the following manner: Each 
participant receives one unit of credit for 
each $100 of base salary paid to him dur- 
ing the year plus one unit for each full 
calendar year of past service with the 
bank, following the one year waiting 
period for eligibility. Each employee’s 
units then become a percentage of the 
total number of units and the employee’s 
account is credited accordingly after the 
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Naturally we were gratified when our good friends in 

Elyria, Ohio, published this advertisement in a local 
newspaper. Copies have been circulated throughout our bank, 
as such a compliment rightfully belongs to the many 
hundreds of Chase men and women who furnished the 
background of constant service that inspired it. 


THE CHASE NATIONAL BANK 
OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 


September, 1951 














SERVICE TO 
CORRESPONDENTS 
Credit information 
Around-the-clock mail 
pick-up 

Quick collection of items 
Participation in 

local loans with 
correspondent banks 


Dealers in State and 
Municipal Bonds 


Execution of security 
orders 

Analyses of investment 
portfolios 

Safekeeping of securities 
Full foreign services 
Many personal services 
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total number of units has been divided 
into the bank’s allocation to determine 
the value of a single unit. A vesting table 
has been set up to protect employees of 
long service. 

How paid. Upon reaching the age of 
65, a participant automatically retires, 
participating fully in the bank’s contri- 
butions and the earnings of the fund 
through December 31 of the year in 
which he retires. Payment may be made 
in a lump sum, in installments, or by the 
purchase and delivery to the retiring par- 
ticipant of a single premium annuity 
contract. 

Should a participant die, his beneficiary 
will be paid, in cash, in a single sum, the 
full balance of the participant’s account, 
irrespective of the participant’s vested 
interest. 

The Profit-Sharing Committee, com- 
posed of officers of Republic National, 
has full power and authority to invest 
and reinvest the trust assets, or any 
part thereof, and the income therefrom. 


° e * 


Cloak of Cordiality 

The shroud of mystery that for many 
decades obscured the intricacies of bank- 
ing has given way in recent years to the 
bright cloak of cordiality that is typified 
by the new bank quarters on these pages. 
Formal or informal, traditional or mod- 
ern, today’s inviting bank quarters reach 
out like welcoming hands to the needs of 
the average customer. 

Greater emphasis has been givea to the 
.central officers’ section in the newly-re- 
novated main floor of the Bank of New 
York and Fifth Avenue Bank, New York 
City. Only a small teller area is retained 
on this floor for the sake of convenience, 
all other cages and clerical work space 
being relocated on the ground floor. The 
entire floor has been redecorated, refur- 
nished, and the Italian marble refinished. 
New lighting effects were created to give 


Modern spaciousness is a noteworthy feature of these bank branch quarters 


45th Street Branch, Federation Bank & Trust Co., New York City Berkley branch, Wayne Oakland Bank, Royal Oak, Michigan 











Bank of New York and Fifth Avenue Bank, New York City 
Remodeling places greater emphasis on the officer section 























New Van Dyke-Malvern office, The Detroit Bank 
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First National Bank of Buffalo, Buffalo, New York 














= 








South Side Federal Savings & Loan Association branch, Cleveland 


Blond wood paneling produces a bright, friendly interior 











Lafayette Savings Bank, Lafayette, Indiana 








Union National Bank, Streator, Illinois 


Open, well-lighted quarters solicit the customer’s friendship as well as his business 
I £ q I 


greater prominence to the large murals of 
old New York. 


e 


The lobby of the new Van Dyke-Mal- 
vern office of The Detroit Bank is en- 
tered through solid glass doors fitted in 
aluminum frames. The walls of the office 
are painted a deep-tone green, while the 
woodwork, furniture, and fixtures are a 
light oak finish with a green cast. An 
electrically-operated aluminum grille door 
opens into the vault area which houses 
nine customer booths, a large conference 
room, and the vault with a capacity of 
over 3,000 safe deposit boxes. A large 
recreation and lunch room for employees 
is located in the basement. 


e 


By removing outmoded tellers’ cages 
and placing the check-desks against the 
wall rather than in the center of the 
floor, the Federation Bank & Trust Co. 
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of New York City was able to achieve 
freedom of movement and a sense of spa- 
ciousness in the renovated quarters of the 
bank’s new branch at 6 East 45th Street. 
Cove lighting along the side and rear 
walls of the branch plus four custom de- 
signed, polished brass chandeliers pro- 
vide effective, glare-free lighting for the 
main banking floor and officers’ area. For 
softer light reflection, the tile ceiling was 
left in dead white and the underside of 
the cove lighting in deep salmon. Pastel 
shades of coral and tan were blended 
with the existing red marble wainscoting 
of the bank counter. Counter columns and 
the rear curtain wall, as well as the 
wainscoting in the officers’ area, are 
veneered in walnut flexwood. 


e 


To conserve floorspace, the heating and 
air conditioning units, as well as supply 
storage space and rest rooms, were built 
over the bank vault in the new Barkley 


branch of the Wayne Oakland Bank, 
Royal Oak, Michigan. This arrangement 
made it possible for the branch to be 
built without a basement. The tellers’ 
counter are blond Korina wood, blending 
with the sea foam drapes and walls of 
tavern green. The tellers’ counter unit is 
built around the centrally-located files, 
giving each teller ready access to the 
bank’s records. 


a 


Blond wood paneling in fixtures and 
furnishings tends to unify the decor in the 
new branch office of the South Side Fed- 
eral Savings & Loan Association, Cleve- 
land, Ohio. The officers’ section and the 
new account desks in the new office are 
prominently located in the center of the 
main lobby without a railing or any other 
type of barrier between the public and 
the association’s officers. Leather section- 
al furniture is provided for customer con-® 
venience, plus a drive-in window and a 


19 




























Grooms hair 


so Handsomely 


yet hair looks $0 


‘Natural’ 


Never 
Plastered 


Down 
No Obvious 
Odor 


Kreml is the hair 
tonic preferred 

, among top business 
« and professional men 
because it grooms 
hair perfectly yet 
never leaves hair 
obviously plastered 
down with greasy 
dressings. Nothing 
can compare with 
Kreml for 
distinguished, 
natural-looking 
hair grooming! 
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special children’s window equipped with 
a ramp to bring young account holders 
level with the teller. 


4 


The modern, blond paneling used in the 
fixtures of the newly expanded and recon- 
structed quarters of the First National 
Bank of Buffalo, Buffalo, New York, con- 
tributes heavily to the bright, informal 
atmosphere of the bank. The series of 
saw-tooth tellers’ counters faces a full- 
view, centrally located officers’ section 
surrounded by a low railing. Considerable 
floor space has been saved by putting the 
credit department on a cantilevered bal- 
cony overlooking the main banking lobby. 


° 


The illusion of spaciousness is height- 
ened in the remodeled Lafayette Savings, 
Bank, Lafayette, Indiana, by panels of 
mirrors on the face of the large interior 
pillars. Even, diffused light is provided 
by the glass-block window covering one 
wall and by the cold cathode fixtures. 
The trim, modern lines of the low tellers’ 
counter and writing desks are accentu- 
ated by distinctive, patterned cornices 
and drapes across the windows at one end 
of the lobby. 


ow 


Colorful window drapes add a feeling 
of warmth and friendliness to the re- 
decorated lobby of the Union National 
Bank, Streator, Illinois. American walnut 
has been used throughout in the bank’s 
fixtures and furnishings. The checker- 
board floor is rubber tile and the acoustic 
ceiling houses low-brightness fluorescent 
fixtures designed to provide correct light- 
ing regardless of outside conditions. The 
employees’ lounge located in the basement 
of the completely restyled building is 
equipped with knotty pine furniture and 
a kitchenette. 


Bank Personnel Training 
Through Recordings 

A new approach to bank personnel 
training is now offered by EnterTRAIN- 
ment, Inc. As the name indicates, Enter- 





TRAINment features training material 
in an entertaining form. Designed to give 
the bank employee some insight into the 
relationship between his job and the 
customer relations program of the bank, 
the EnterTRAINment method consists 
primarily of a series of 12 unbreakable 
16-inch recordings. These recordings 
make up a continuous program to sup- 
plement the regular training and public 
relations activities within any bank. 

One a month. The EnterTRAINment 
series is slanted toward bank book- 
keepers and the 12 recordings include 
actual dramatized case histories plus 
“reason why” examples of specific book- 
keeping transactions. Each subject in 
the series, which includes stories on stop 
payments, misposting checks, uncollected 
funds, etc., is dramatized by professional 
radio and television talent. 

Most of the banks now using the 
EnterTRAINment series schedule one 
recording per month: thus the complete 
series of 12 recordings is a continuous 
program which may be repeated year 
after year. The recordings are approxi- 
mately 15 minutes in length and are 
usually played while employees are at 
their desks during working hours. 

Available nationally. These entertain- 
ing, training records are the culmination 
of a long program of experimentation, 
dating back to 1937, on the part of the 
Land Title Bank and Trust Company of 
Philadelphia. Looking for a way to em- 
phasize to employees the adverse effects 
of bank errors upon customer relations, 
Land Title slowly evolved the record 
series, which was enthusiastically re- 
ceived both by the employees of the bank 
and by bankers throughout the country 
when the program was introduced to 
the public. As interest in the idea con- 
tinued to grow, Arthur J. Linn, a past 
president of the National Association of 
Bank Auditors and Comptrollers, and 
James E. Potts, assistant vice-president 
(retired) of the First National Bank of 
Boston and also a_ nationally-known 
authority on bank personnel and train- 
ing, joined forces with Edwin G. Uhl, 
vice-president and comptroller of the 
Land Title Bank and Trust Company 
and the originator of the training records 
idea, to set up the EnterTRAINment or- 


Important bank instruction in a highly palatable form 


Training bookkeepers via EnterTRAINment at the Republic National Bank, Dallas 
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115 WEST MONROE STREET, CHICAGO 90 
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May we extend a cordial welcome 


to our many banker friends 
in attendance at the A. B. A. convention. 
We invite you to give us the pleasure of a call; 
and to let us be of service to you 
in any way that we can 


during your Chicago visit. 


¢« « DIRECTORS « ¢ 


EDWIN C. AUSTIN FRED G. GURLEY JOHN L. McCAFFREY JAMES L. PALMER 
Sidley, Austin, Burgess & Smith President, President, President, 
bison, ‘ e Il Fiel 
JAMES M. BARKER Ate "Sia Fe International Harvester Co, Marshall Field & Company 
Chairman of Board, RICHARD E. PRITCHARD 
Allstate Insurance Company F. B. MCCONNELL Vice-President 
ARTHUR B. HALL President, 7 
MARK A. BROWN Hall & Ellis Sears, Roebuck & Co. GUY E. REED 
President Executive Vice-President 
STANLEY G. HARRIS GRAHAM K. McCORKLE 
THOMAS DREVER Chairman, Executive Committee Chairman of Board, HAROLD H. SWIFT 
Chairman of Board, Illinois Bell Telephone Co Chairman of Board, 
. . ° Ss = . ” 
American Steel Foundries WAYNE A. JOHNSTON wift & Co 
FRANK R. ELLIOTT President, FRANK McNAIR STUART J. TEMPLETON 
Banker Illinois Central Railroad Banker Wilson,& McIlvaine 
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ganization for the purpose of making 
the program available to ail banks. 
The bookkeepers’ course may be or- 
dered through EnterTRAINment, Inc., 
734 15th Street, N.W., Washington 5, 
D.C. Upon request, several copies of 
the 33 1/3 RPM records in the training 
series will be sent without obligation 
for review and demonstration purposes. 
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For Mortgage Olticers 
Recently completed, a revised edition 
of a publication of the Savings and 
Mortgage Division of the American 
Bankers Association summarizes both 


the National Housing Act and the Serv- 
icemen’s Readjustment Act. The booklet 
is designed to provide bank mortgage 
officers with a ready reference to all the 
various types of F.H.A. loans and the 
home financing regulations of the Vet- 
erans Administration. The new publica- 
tion, which is being distributed to mort- 
gage officers of A.B.A. member banks 
and supplied on request at cost, covers 
all of the real estate credit restrictions 
under Regulations X and W of the 
Federal Reserve Board and companion 
F.H.A. and V.A. regulations which have 
been imposed during the past year. 
Advantageous arrangements. The new 
summary covers all of the important 
home financing provisions of the Na- 
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tional Housing Act and regulations ap- 
plying under Titles I, II, VI, VII, VIII, 
and the Servicemen’s Readjustment Act 
Title III. For example, in the section of 
the booklet summarizing F.H.A. Title 
I which covers alteration, repair, or im- 
provement loans, and small home con- 
struction, separate summaries are made 
of various loan classifications. Different 
restrictions as to granting of credit may 
be enforced under Regulations W and 
X of the Federal Reserve Board. By 
examining individual loan applications 
in the light of the information provided 
by the summaries, a bank loan officer 
may suggest a credit arrangement of 
advantage to the borrower and to the 
bank. 
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For Women Customers 


“The woman is very often the family 
money manager.” This well-known fact 
is emphasized in a new booklet, “The 
Woman and Her Bank,” recently com- 
pleted by the Advertising Department of 
the American Bankers Association. 


The new 23-page booklet is intended 
for distribution by individual banks to 
women customers, to participants in wo- 
men’s finance forums, and to members of 
local women’s clubs. Miss Helen Knox, a 
banker with long experience in advising 
women on money matters, collaborated 
with the A.B.A. Advertising Department 
in writing the booklet. 


Simple explanations. In “The Woman 
and Her Bank,” Miss Knox points out 
that, from the woman’s point of view, 
there are five banking services that are 
particularly useful. These are checking 
accounts, thrift accounts, loan services, 
safe deposit boxes, and traveler’s checks. 
“A checking account is in the forefront 
of these,” she says. 


The booklet gives simple explanations 
of the advantages of checks, how to make 
deposits, how to draw checks, the kinds 
of endorsements, plus other pertinent in- 
formation. It also outlines thrift ac- 
counts, the types of bank loans and their 
uses, safeguarding valuables in safe de- 
posit boxes, and the other services avail- 
able through the average bank. 

The booklet will be imprinted with the 
name and advertising message of the 
bank distributing it in each locality. 
Samples of the publication have been 
mailed to all A.B.A. member banks. 
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Ten Day Wonder 


During a burst of expansion activity 
that has included the completion of one 
new branch, the start of another, and the 
construction of a large mid-town parking- 
lot, the Puget Sound National Bank of 
Tacoma, Washington, set up a temporary. 
but complete, branch bank in only ten 
working days. 

Following the opening of the bank’s 
first attractive new branch in a growing 
Tacoma business district, the planned 
start of a second branch was held up by 
a delay in obtaining a government permit 
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Across 
the country 


_ in less 
than a minute! 


Some day soon, a jet plane will leave 
New York at 9 A.M.... 

And be in California—at 9 A.M.! 

So fast are modern jets, they come close 
to following the sun in its flight across the 
continent. Speed? Yes. But in manufac- 
ture, the story is different! 


The all-precision jet engine takes al- 
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most fowr times as much machining as 
World War II aircraft. It’s long work — 
but defense deadlines are short! 


To speed up jet assembly lines, the 
plane-makers have learned amazing pro- 
duction tricks. And they’ve learned an 
amazing traffic trick, too. 


When ordering and shipping parts, the 
makers of the world’s fastest planes use 
the world’s fastest service— Air Express! 


Whether your business is jets or jewelry, 
here are the unique advantages you can 
enjoy with regular use of Air Express: 


IT’S FASTEST — Air Express gives the 
fastest, most complete door-to-door pick 
up and delivery service in all cities and 
principal towns, at no extra cost. 


IT’S MORE CONVENIENT —One call to 
Air Express Division of the Railway 
Express Agency arranges everything. 


IT’S DEPENDABLE — Air Express pro- 
vides one-carrier responsibility all the way 
and gets a receipt upon delivery. 


IT’S PROFITABLE—Air Express expands 
profit-making opportunities in distribu- 
tion and merchandising. 


For more facts call Air Express Division 
of Railway Express Agency. 


“SAP LOMESS 


GETS THERE FIRST 
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SERVICE 


Maintaining an inti- 
mate, personalized 
correspondent serv- 
ice. 









EXPERIENCE 


Officials with years of 
service in this field, 
assuring a knowl- 
edge of requirements 
and valuable assist- 











POLICY 


To cooperate with 
out-of-town banks 
rather than compete 
for business which is 
rightfully theirs. 
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The 
Public National 


Bank and Trust Company 
of New York 


Established 1908 
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Member: New York Clearing House Association 
Federal Deposit Insurance Corporation 



















Temporary branch, Puget Sound National Bank, Tacoma, Washington 


In ten days, an urgent need satisfied 


to start construction of another perma- 
nent building. Officials of the bank, re- 
cognizing the immediate need of banking 
facilities in the neighborhood of the pro- 
posed new branch, purchased two Quonset 
huts which together provide a compact 
and tidy temporary branch. The branch 
was completed in ten days. 

A large parking area adjoining the 
branch offers one hour free parking to 
patrons of the bank and to shoppers in 
the neighborhood as well. Construction 
of the nearby permanent branch, which 
will take over from the beginning made 
by its Quonset predecessor, has already 





begun. 





WE ARE 


Advertising copy such as this is sup- 
posed to be informative since it doesn’t 
have eye appeal. However, the copy 
that is timely and informative when it is 
written is oftentimes water over the 
dam when it appears in print. 


“. 


For example, as this is written the one 
and only subject of importance in our 
minds is the catastrophic flood con- 
dition in the Kansas City area, and more 
specifically, the eight feet of water in 
our Kansas City plant. Any other sub- 
ject is irrelevant, so we feel impelled 
to talk about it and we sincerely hope 
that when this appears in print it will 
indeed be water over the dam —or 
more to the point, water back over the 
levee. 


If we operated just this one plant we 
would be out of business for a long time 
to come because, in these days of scar- 
cities, neither supplies nor machines 
can readily be replaced. As it is, even 
though it is only forty-eight hours since 
the dikes broke, we have trailers in St. 
Paul and Chicago loaded with motors, 
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electrical controls, clean-up equipment 
and supplies. We have engineers, elec- 
tricians, carpenters and machine re- 
pairmen all ready to fly in as soon as 
they get the signal. We are replenishing 
check inventories in St. Pauland Chicago 
on an around-the-clock schedule. And 
we are already processing Kansas City 
plant orders in Chicago. 


Insofar as our customers in the affected 
area are concerned, their orders will be 
filled. Not as promptly as out of Kansas 
City, and perhaps not as well handled 
because ed lock of familiarity with the 
specifications, but nevertheless the 
checks will be delivered. On other 
occasions we have been grateful for our 
multiple plant set-up and this is another 
instance when it pays off. 


BR 


As to when we will be able to move in 
and go to work on the restoration pro- 
gram, we cannot say. All we know is 
that we are ready to start the moment 
the authorities give us the green light. 
Let’s hope that by the time you read this 
the job will be finished. 





E LUXE 


CHECK PRINTERS 
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Manufacturing Plants at: 


NEW YORK, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 








Chureh Financing 

Some bank thinking on the subject of 
church financing was disclosed through 
a survey questionnaire sent to members 
of the Florida Bankers Association by 
Charles N. Millican of the College of 
Business Administration, University of 
Florida. 

Of the 194 banks receiving the ques- 
tionnaire, 51 replies were received. 
Twenty reported no church financing 
since 1945. The remaining 31 banks in 
the intervening period have made 104 
church loans totaling some $1,011,800. 

Loan characteristics. The average size 
of these loans was $9,700. Interest rates 
varied from 3 to 8 per cent, with no 
apparent correlation between the rate 
and size of loan or security involved. 
Practically all of the loans were on some 
kind of an amortized basis, and most of 
them were of short-term duration al- 
though a few ran from 5 to 10 years. 
Most of the credits extended were for 
building or remodeling projects of the 
churches rather than temporary operat- 
ing needs. 

Two factors, the character and capacity 
of the church membership and the per- 
sonal endorsement of the note by respon- 
sible members of the congregation, were 
most frequently cited as reasons for 
making the loans. They ranked well 
ahead of such considerations as income 
and expenses, value of church property, 
or size of membership. 

No defaults. Although no banks re- 
ported defaults on church loans, there 
was some comment to the effect that such 
financing was not favorably regarded, 
and there were indications that customer 
relationships with congregation members 
motivated some of the credits. 

It was suggested that it would be use- 
ful to calculate the ratio of principal 
and interest payments to the excess of 
current income over expenses. Such a 
ratio, the survey states, might be of 
considerable significance in determining 
whether or not to make a church loan, 
because better public relations can be 
maintained if the church has sufficient 
income to repay a debt than if the bank 
finds it necessary to call on persona! 
endorsers: for payment. However, the 
survey report adds that this ratio require- 
ment should only supplement the use of 
personal endorsements. 
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A TIME OF HEAVY 








RESPONSIBILITY 





HE 77th annual convention of the 
American Bankers Association 
may well prove to be one of con- 

siderable importance in view of the 
rapidly changing international situa- 
tion and its implications on economic 
trends at home. 

Some idea of the tone of the conven- 
tion was undoubtedly supplied by 
A. B. A. President James E. Shelton in 
an address before the West Virginia 
Bankers Association in mid-July. “The 
banks of this country have a big, an 
important, and a vital job to do in 





financing the preparedness program 
and in supporting a sound domestic 
economy,” said Mr. Shelton, who is 
president of the Security-First Na- 
tional Bank of Los Angeles. 

“We all know that we are embarked 
upon a tremendous program to prepare 
for full-scale war,” he continued, “and 
that this program may be of long 
duration. We must gear our economy 
to both the size and the duration of the 
program.” 

Noted Speakers. Government, indus- 
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By 
THE EDITORS 


try, agriculture and education have 
been drawn upon heavily for speakers 
for the convention. Among the speak- 
ers will be William McChesney Martin, 
Jr., chairman of the Board of Gover- 
nors of the Federal Reserve System; 
Erle Cocke, Jr., national commander of 
the American Legion; Allan B. Kline, 
president, American Farm Bureau 
Federation; Dr. Deane W. Malott, new 
president of Cornell University; Clar- 
ence E. Manion, dean of the Law 
School, University of Notre Dame; and 
Robert E. Gross, president of the Lock- 
heed Aircraft. Corporation. 

Secretary of the Treasury John W. 
Snyder will greet the convention at the 
first of the two general sessions. Pres- 
ton Delano, Comptroller of the Cur- 
rency, will be a guest at the National 
Bank Division meeting. 

The convention will be held in Chi- 





Chicago plans warm welcome for A.B.A. visitors. The Stevens, extreme left, is convention hotel 


THE ADA. COM EMTION 


Will stress the vital bank job of financing 
defense and maintaining a sound economy 


cago, September 30 to October 3, with 
advance reservations indicating that it 
will be attended by some 5,000 bankers 
and their wives. The business sessions 
and registration will take place in The 
Stevens Hotel. 

Sunday, September 30, will mark the 
opening of the convention with the 
annual meetings of the A. B. A. com- 
missions, committees, and councils, 
which are the association’s working 
machinery. 

Chicago Welcome. Solomon A. Smith, 
president of The Northern Trust Com- 
pany, is chairman of the general com- 
mittee representing member banks of 
the Chicago Clearing House, which 
will be host to the nation’s bankers. 
John J. Anton, vice-president of The 
First National Bank of Chicago, is 
chairman of the Executive Committee 
of the convention. 

An official welcome to those attend- 
ing the convention has been issued by 
Chairman Smith, as Chicago banks put 
the finishing touches on the hospitality 
and entertainment program. 
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J. C. DOWNS, Jr. 


DR. G. S. BENSON 


Some of the speakers in varied convention program menu 


The entertainment portion opens 
with a tea in the Grand Ballroom of 
The Stevens Hotel from 4 to 7 p.m., 
Sunday, September 30, followed by a 
concert sponsored by the American 
Bankers Association in Orchestra Hall, 
just a block north of the hotel on 
Michigan Avenue. 

On Monday, there will be a women’s 
luncheon and fashion show in the 
Grand Ballroom of the Palmer House 
beginning at 12 noon. On Tuesday, 
October 2, two receptions will run 
simultaneously, one in the Grand Ball- 
room of the Stevens Hotel and the 
other in the Grand Ballroom of the 
Palmer House. Both receptions will 
start at 5 p.m. and continue until 7. 

The Chicago banks will maintain in- 
formation desks at The Stevens and 
Palmer House beginning Saturday, 
September 29. Personnel at these desks 
will have complete information about 
theatres, golf, sporting events, res- 
taurants, clubs and points of interest 
in Chicago and “how to get there,” as 
well as convention information. In ad- 
dition, each registrant will receive a 
kit of informative material about Chi- 
cago and its many attractions for 
visitors. 

General Sessions. A veritable parade 
of notables is scheduled for the first 
general session, Tuesday, October 2, in 
the Grand Ballroom of The Stevens. 
It will open with greetings from Chi- 
cago banks by General Convention 
Chairman Smith. Next on the program 
will be Secretary of the Treasury 
Snyder. He will be followed by the new 
chairman of the Federal Reserve 
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Board, Mr. Martin, and by Lockheed’s 
President Gross. The convention will 
then hear the annual address of its 
president, in which Mr. Shelton will 
report on the past year’s activities and 
present his views on the work ahead. 


Two noted speakers also will address 
the second general session. They are 
Dr. Malott of Cornell, whose address 
will represent an interpretation of 
international affairs entitled ‘The 
World on Your Doorstep,” and Mr. 
Cocke, of the American Legion, whose 
address will turn to the military 
situation. 


Savings and Mortgage Division. The 





meetings of the divisions will combine 
addresses by many well-known speak. 
ers with talks by authorities in special. 
ized fields of banking and finance. The 
meetings will be conducted by the dj- 
vision presidents and will include the 
election and inauguration of new off. 
cers for the coming year. 

The Savings and*Mortgage Division 
will convene in the North Ballroom of 
The Stevens, Monday morning, Octo- 
ber 1. The meeting will open with the 
address of the president, William A, 
Reckman, president, Western Bank and 
Trust Company, Cincinnati, Ohio. Mr. 
Reckman will then introduce James 
C. Downs, Jr., president, Real Estate 
Research Corporation, Chicago, who 
will address the division on the timely 
subject of “Mortgage Financing Dur- 
ing 1952.” 

State Bank Division. This sizable di- 
vision will also hold its annual conclave 
Monday morning, October 1, in the 
Grand Ballroom of the Stevens. First 
on the program will be the address of 
the division’s president, John Q. Mce- 
Adams, president, Winters State Bank, 
Winters, Texas. 

Mr. McAdams and division officers 
have developed a further program that 
will receive wide attention. It includes 
two addresses, “New Strength for 
America,” by Ralph W. Carney, vice- 
president, The Coleman Company, In- 
corporated, Wichita, Kansas, and “The 
National Balance Sheet,” by Dr. 
George S. Benson, president, Harding 
College, Searcy, Arkansas, who has 
previously appeared on A. B. A. pro- 
grams. 

National Bank Division. A full and 
interesting program has also been pre- 
pared for the National Bank Division, 
beginning with the address of Presi- 
dent L. C. Bucher, president, Lincoln 
National Bank, Cincinnati, Ohio. It 
will be held Monday afternoon, Octo- 


They promise an outstanding hospitality program 


SOLOMON A. SMITH, chairman, 
General Convention Committee 


JOHN J. ANTON, convention’s Executive 
Committee chairman 
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Busy floor of the Midwest Stock Exchange 





Grain exchange, Chicago Board of Trade 


Besides the banks, these also symbolize Chicago’s importance as a business and financial center 


ber 1, in the Grand Ballroom. 

Mr. Bucher will be followed by 
Comptroller of the Currency Delano. 
As in the past, Mr. Delano will un- 
doubtedly have a number of pertinent 
remarks for the division. He will be 
followed on the platform by Frederick 
V. Geier, president, Cincinnati Milling 
Machine Company, Cincinnati, Ohio, 
and by Arthur A. Smith, vice-presi- 
dent and economist, First National 
Bank, Dallas, Texas, whose subject 
will be “The Behavior of Money.” 

Trust Division. Trust men, too, can 
look forward to their division’s meet- 
ing at the convention. It will be in the 
North Ballroom, Monday afternoon, 
October 1. 

A timely program will include the 
address of the president, Raymond H. 
Trott, president, Rhode Island Trust 


Will preside over convention 


JAMES E. SHELTON, current president of 
the association 
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Company, Providence, Rhode Island; a 
talk on “Powers of Appointment” by 
Paul E. Farrier, vice-president, The 
First National Bank of Chicago; and 
an address by Clarence E. Manion, 
Law School, University of Notre 
Dame, South Bend, Indiana. 

Public Relations Session. A special 
program, in which youth and banking 
are accented, has been planned for this 
year’s public relations session. It will 
be held Monday evening, in the Grand 
Ballroom of the Stevens, and will com- 
bine a program of entertainment by 
the Chicago High School Choral Group 
with a number of addresses and a 
stage demonstration. 

The opening address, “Banking on 
Youth,” will be by Robert Lindquist, 
chairman, A. B. A. Public Relations 
Council, and vice-president, LaSalle 
National Bank, Chicago. He will be 
followed by Dr. F. L. Schlagle, super- 
intendent, Kansas City Public Schools, 
Kansas City, Kansas, who will present 
“The Educator’s Viewpoint.” 

Taking part in the stage demonstra- 
tion, which bears the practical title of 
“We Visit a Classroom,” will be stu- 
dents of Riverside-Brookfield School, 
Riverside, Illinois, John Haworth of 
the Riverside-Brookfield School and 
Moses Shaw, director of public rela- 
tions, South East National Bank, 
Chicago. 

The closing address of the public 
relations session, “Let’s Tackle This 
Job,” will be by Frank M. Totton, vice- 
president, The Chase National Bank 
of The City of New York. 

Agricultural Breakfast. The annual 
agricultural breakfast of the A. B. A. 
convention will be held in the North 
Ballroom, Tuesday, October 2. Presid- 
ing will be W. W. Campbell, chairman, 
A. B. A. Agricultural Commission, and 


president, National Bank of Eastern 
Arkansas, Forrest City, Arkansas. The 
speaker for the breakfast will be Allan 
B. Kline, president, American Farm 
Bureau Federation, Chicago. 

Executive Committee. Other members 
of the executive convention committee 
in Chicago, besides Chairman Anton, 
are: 

William H. Miller, senior vice-presi- 
dent, City National Bank and Trust 
Company, vice chairman. 

Wilfred H. Heitmann, president, 
Northwest National Bank of Chicago. 

Richard A. Aishton, vice-president, 
Continental Illinois National Bank and 
Trust Company of Chicago. 

Richard E. Pritchard, vice-presi- 
dent, Harris Trust and Savings Bank. 

Alan R. Kidd, vice-president, The 
Northern Trust Company. 

John H. Klug, vice-president and 
cashier, American National Bank and 
Trust Company of Chicago. 

Convention Committees. Chairman 
and vice chairmen, respectively, of con- 
vention activities committees are: 

Arrangements Committee: M. A. 
Georgen, Cashier, City National Bank 
and Trust Company. Paul M. Carrick, 
cashier, Continental Illinois National 
Bank and Trust Company of Chicago. 

Entertainment Committee: William 
H. Miller, senior vice-president, City 
National Bank and Trust Company. 
John H. Grier, vice-president, The 
First National Bank of Chicago. 

Finance Committee: John W. Nich- 
ols, vice-president, Continental Illinois 
National Bank and Trust Company of 
Chicago. Joseph R. Frey, president, 
Lake Shore National Bank. 

Halls and Meeting Places Commit- 
tee: Donald McDougal, second vice- 
president, The Northern Trust 
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Removing the *“‘cockleburs”’ from this Texas institution 


has paid off in community betterment, enhanced 
profits, and stilled talk of “another bank’’ 





OUR years ago if someone had told 

us that Captain Dickson was build- 

ing a new shrimp trawler or that 
Captain Jupe Hanson’s snapper boat 
had been lost in a storm, neither item 
woula have interested us in the least. 
We couldn’t have distinguished a 
shrimp trawler from a red snapper 
schooner. If we had any fishermen as 
customers, they were merely accounts 
in our ledgers. Nothing else. That was 
four years ago. 

Today, we worry about off-shore 
weather more than the weatherman 
himself; we’re as interested in the 
daily price of shrimp as we are in the 
latest interest rate trend. 

The reason is logical enough. We 
have 274 customers who are fishermen 
or are operating in some phase of the 
seafood business. They have loans with 
us totaling $450,000. They have on 
deposit with us more than a million 
dollars, which represented half our 
total deposits four years ago when we 
made a re-appraisal of ourselves and 
our services to the community, and 
decided to do something to improve 
both. 

Our community was growing. We 
felt that the services we rendered or 
failed to render as a bank had a defi- 
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By JOHN J. FAUBION, Jr. 


Executive Vice-President, First State Bank, Port Lavaca, Texas 














President Faubion, left, talks over possible shrimp trawler loan 


“Fishing for business”: Many three-year boat loans are made 
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The seafood industry, once ignored, now represents $1,000,000 in deposits, $450,000 in loans 
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Vice-President James McSpadden, left, surveys rice harvest prospects 
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Another step: The bank aids the new rice industry 


nite influence on the future of the 
community. Our self-appraisal told us 
that we were not serving a growing 
community but rather we were geared 
to a static small town. 

We decided to remove some of the 
“cockleburs” from our banking, our 
outlook and our services. We aimed at 
creating the sort of banking service 
that a customer would expect to find 
only in a much larger community. 

Our program has been operating 
now for four years. It has paid off, 
both in community improvement and 
in returns for the bank. 

Four years ago we had less than 200 


September, 1951 


borrowing accounts that borrowed 
$300,000. Today, we have over 1,200 
borrowing accounts for a total of more 
than $2,000,000. Four years ago we 
had 1,800 depositors who had on de- 
posit $2,000,000. Today we have 3,300 
depositors with a total of over $5,000,- 
000 on deposit. We have a trust depart- 
ment, personal loan service and a bank- 
by-mail system that is working, among 
the new features and services we have 
adopted. A year ago we instituted a 
savings department, paying one per 
cent. Today we have 160 savings ac- 
counts totaling $140,000 in deposits. 

We started our program in a small 




















new quarters, necessitated by recent growth resulting from its dynamic program 


way, taking the obvious things first. 

Our bank looked like a “country 
bank.” We gave it a “new look,” by 
employing a secretary and seating her 
at a desk where she was easily ac- 
cessible from the lobby. We never had 
had a secretary. We completely re- 
arranged the bank interior, developing 
more lobby space and providing a 
modern window for our teller. We 
moved the desks of officers back so 
that customers had some degree of 
privacy. We cleaned and painted the 
interior and installed air-conditioning. 


HE foregoing were first steps in 

improvements to attract the cus- 
tomer, but we needed inside working 
improvements even more. We started a 
teller’s cash system. We checked and 
appraised all machines and found most 
of them outmoded and badly worn. We 
replaced them with new equipment and 
added new units, including a modern 
bookkeeping machine. 

Our less than 200 loan accounts 
were recorded with pen and ink in an 
old ledger. We replaced this system 
with a liability ledger and a posting 
machine. 

When these inside improvements 
were under way, we started a program 
of self-education to equip ourselves to 
serve business men and farmers more 
intelligently. 

Rice farmers were moving into our 
county and there were indications of a 
new agricultural industry in the mak- 
ing. We got into our car and toured 
the Texas rice belt. We talked with 
bankers as long as they would talk to 
us, learning all we could about the rice 
industry, the men in it and the sort of 
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greatly speeded the learning process 


Putting the “See 
In PERSOANEL TRAINING 


URING the past year we have 

been fortunate to have in oper- 

ation a program of education 
and training that has proved to be a 
powerful weapon in meeting current 
manpower problems. 

Many phases of the program are not 
new, having proved their worth dur- 
ing the trying World War II days. 
However, continuing improvements 
have been made, particularly in visual 
training methods. In the job-teaching 
area, for example, we have now re- 
duced the learning time for a savings 
teller’s job from 30 days to 10 days, 
and for a commercial department book- 
keeper’s job from 12 weeks to 6 


By 
A. GORDON BRADT 


Second Vice-President, 
Continental Illinois National Bank and 
Trust Company of Chicago, 
Chicago 90, Illinois 


weeks. In fact, for most jobs to which 
we have applied our visual method the 
teaching time has been reduced 50 
per cent or more. 

We employ all the visualization pos- 
sible to ease the learning of specific 
work assignments. This has not only 
saved much time for all concerned but 
also has clarified the jobs. 





By developing many visual tools, the bank has 


Clarification is further emphasized 
in the “education” half of our dual 
program of training and education, 
The education phase—the process of 
letting our people know and _ under- 
stand the purposes, functions, and 
services of the bank—admirably lends 
itself to dramatic visual treatment of 
banking as a whole and of our own 
bank, but it also provides more un- 
derstanding of the part each job ful- 
fills. 

Education is the “know-why” and 
training the “know-how,” and ex- 
posure to both is helpful not only to 
the younger people but also to the 
seniors. We feel that a senior person 


JOB TRAINING ... Visual analyses of various operating tasks have cut learning time in half 








in the bank. 


business. 


Operating Procedure 


Views) Anelysis for 

ers 
Objective: 
with Dlenk checks. 


Standard of Performance 
1. Greet customers pleasantly. 


2. Concentrate on giving prompt 
end eccurete service. 


3. Be thoroughly femilier with your 
duties and heave e knowledge of 
the other services availeble with- 


4. Always be on the slert for new 


6. Attein the ability to hendle sat- 
isfectorily and accurately an 
average of 100 to 120 checks per 
hour for a normge] dey and up- 
wards of 160 to 180 checks per 
hour on peak deys. 


Commercie] Paying and Receiving Division 


Cash checks end bonds, certify checks, and furnish customers 








Job Pactors 


Key Points 





1. Money supply 








32 


a. 





ois 


« Anticipate requirements by consid- 


Stenderd of Performance 


1. Greet customers pleasantly. 


. 2 Concentrate on giving prompt 
and accurate service. 


3. Be thoroughly femilier sith 
your duties and ecquire a 
knowledge of the other services 
available within the bank. 


4. Alweys be on the alert for new 
business. 


5. Attein the ability to handle en 
average of 25 to 350 customers’ 
transactions per hour on @ nor- 
mal dey: 36 to 40 customers’ 
transections per hour on peak 
deys. 
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| Opereting Procedure 
Coumerciel 
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Paying end Receiving Division 


Visuel Anelysis for 
Receiving teliers 


Objective: To accept and dispose of deposits, deliver statements, and 
maintain an adequate supply of the required stationery. 





pots angen fectors es pay day 


Job Pectors 


Key Points 





8, 
hol ys and special deys during 
the week or month. Judgment based 
on experience is selient in anti- 
cipating the need. 


Withhold useble currency and coin 
a the turnover of the Receiving 
init. 


Requisition edditional currency and 
coin from the Special Payer and Coin 
Tellers. 


Deliver excess usable currency to 
the Special Payer, unfit currency to 
the Currency Teller, and excess coin 
to the Coin Teller. 





| 
1. Punections 


a. Accept and dispose of deposits re- 
ceived over the counter for the 
credit of commerciel accounts, 


b. Deliver cancelled checks end state- 
ments to customers. 


¢. Furnish customers sith supplies such 
@a deposit tickets, pess books, cur- 
rency straps, coin wreppers, etc. 


da. Breek end sort currency received 
from the Currency Teller, 
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PROGRAM 
CUSTOMER AND PUBLIC RELATIONS 
f. Dealing with customers in perse 
2 Using the leisphone offectin 


Pe Using leters ettectve 


4, Handhvd customers ba 








CUSTOMER RELATIONS ... Training media includes case studies, cartoons, handbook, slide films 


is entitled to this education and train- 
ing in his responsibilities as much as 
if not more than the newer person 
because of the greater demands made 
on the senior’s knowledge and equip- 
ment as his assignments bring him 
into contact with more customers. We 
think it is very important in our pro- 
gram not to neglect the “know-why” 
phase and the important motivation 
that goes with it, for our people might 
have all the “know-how” we could teach 
them and still accomplish relatively 


little for the bank or themselves. 

Important to any education and 
training program, of course, is having 
the right kind of people to start with. 
Despite the shortage of new help, we 
still try to be selective to avoid hiring 
individuals who in their interviews 
show that they might become unhappy 
in bank work. 

Following this screening, the first 
step in our program is to take the 
mystery out of banking for the people 
we hire. 


MANAGEMENT TRAINING .. . This diagram, other visual aids are used 





sue] Chart for Ef 


Pield of Operstions Field Bdu 


Full and efficient use of each 
person's time es an enthusias- 
tic member of the group of which 
he is a part. 


Ways of hendling the work 
Work flow and schedules 


Make visual anelysis on individu- accuretely. 
al jobs to: 
Esteblish objective and 
standard of performance 
for each job. 


customers. 


Discover simplified and new 
ways to do the job. 


Combine opereting procedure 
and training program in this 
one visual tool. 


Bliminete lengthy written 
procedures and manuels and 
time to keep them up to dete. 
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Individue] Jobs 


Pully introduce people, senior and 
jJunior,to bvank,division,and job. 


ing steps in training conteined in 
the "Manuel for Menagers." 


Arrenge time end schedule for train- 


Bquipment 

Forms and reports ing. 

Spece 

Control Customer Reletions 
Suggestions 


Hendling the customers’ business 
"behind the scenes" promptly and 


Using the telephone effectively with 


Using letters effectively with 


Knowledge and ability in operations, 
educetion end training, end personal 
reletions, the three mejor responsi- 
bilities of a manager or supervisor. 


Individual and visuel group dis- 
cussions, with day to dey guidance 
in development of people - new end 
experienced - in manegement re- 
sponsibilities. 
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nd T eld of Pers R tion 
Bmployment 
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Determine individual's in- 


terest 
Study of opereting procedure for Visually analyze jobs for adequete Interview 
each job to determine the best and rapid training. Test 
method, by considering: 
Develop competent instruction, us- Plecement end Selery Progress 
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Appraisels of each person 

Advancement 

Sslery Studies 

§ - 1 

Scheduled discussions with 
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Let each person know whet 
is expected of him end how 
he is doing. 


Give recognition when due. 


customers. Tell e# person in advance 
Red traini ti 6 about changes thet effect 
or mat fo coh ae om RR Dealing effectively with customers him. 
in person. 
Increase the job performance Meke best use of each person's 
of experienced people. Menegement ability for job satisfaction. 


Working conditions 

Vacetions 

Tllness and absence provisions 
Hospitalization — 

Insurence and Retirement 


Socis} 
Benk club activities; lunch 
and lounge fecilities. 





To this end we use an introductory 
program covering a number of funda- 
mental points upon which we have 
developed information in visual form. 
This material brings out the fact that 
banks are service organizations, and 
it relates the history and organization 
of Continental Bank. Stressed is the 
importance of each individual on the 
job, the opportunities and advantages 
available, and the qualifications for 
progress. We strive to give newcomers 
an appreciation of what commercial 
banking means to industry and indi- 
viduals, and the part each person in 
the bank has in making banking serv- 
ices possible. Other topics include the 
bank’s statement of condition, the 
Federal Reserve and correspondent 
banking systems, the Federal Deposit 
Insurance Corporation, the value of 
customer relations, methods of de- 
veloping new business and new friends 
for the bank, and internal practices 
and procedures. 

A complete tour of the bank, reach- 
ing every department and division and 
conducted by competent guide-lectur- 
ers, concludes the introductory part of 
our personnel program. This is a part 
of the “know-why”’ or education phase. 

The newcomer then enters the train- 
ing stage to acquire the “know-how” 
of the job to which he will be assigned. 
Business machine operation and check 
sorting are examples of the work 
taught in our training division. Teller 
training, on the other hand, is done 
on the job. The training is individual- 
ized and in no way do we duplicate or 
overlap the work taught in public or 
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Trainees learn the “know-why” as well as the “know-how” 


commercial schools. 

Following this initial “break-in” 
process, the program of education and 
training goes on as a sustained effort 
to stimulate our people to learn and to 
use their talents in the service of the 
bank and to their own advantage. 

By visual presentation of virtually 
everything we do—through the use of 
motion pictures, sound slide films, 
opaque and transparent screen projec- 
tions, projects, individual and group 
discussions, visual analyses of jobs, 
charts, exhibits, and pictured case 
studies—we feel that we are giving 
practical effect to the old saying: “The 
eye long remembers what the ear for- 
gets.” We know that by this visual 
presentation we get and hold the atten- 
tion of each person. 


E USE three basic areas of in- 

stitutional performance through 
which we channel our education and 
training efforts. These are: (1) indi- 
vidual jobs; (2) customer relations; 
(3) management abilities. Our experi- 
ence shows that the application we 
have given our personnel program in 
these three areas has enabled us not 
only to maintain our standards of serv- 
ice in the face of a continuing man- 
power problem, but in some instances 
to improve our service. 

In the field of individual jobs, our 
education and training objectives are 
four in number. First, we seek to give 
people adequate training for specific 
jobs in the shortest possible time. Sec- 
ond, we endeavor to develop people for 
broader and more important respon- 
sibilities. Our third goal is to inspire 
each individual with the importance of 
his work in the overall operation. 
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Lastly, our aim is to make sure that 
each person’s full talents are applied 
in serving the customer well. 

Our key tool in attaining individual 
job effectiveness is the visual job 
analysis, illustrated on page 32. It is 
a kind of telegraphic word picture of 
the factors that together comprise a 
given job, from the first factor to the 
last in sequence of operation, and also 
the key points or steps that enable 
each factor to be accomplished. This 
one quickly comprehended visual tool 
embodies the objective of the job, the 
operating procedure for every person 
on the job, the teaching program for 
the new person, and the standard of 
performance for any person on the job. 

Since our visual analysis combines 
the teaching program and operating 
procedure for a job, it supercedes and 
eliminates the detailed, complicated 


procedure books and saves all the time 
it took to keep them up to date. This 
is the tool that has reduced training 
time 50 per cent, and even more, while 
it has materially increased the effec- 
tiveness of experienced people. 


N example of one of these visual 
job analyses covers the paying 
teller’s job in the commercial banking 
department. The standard of perform- 
ance cited for the position includes 
the ability to handle satisfactorily and 
accurately an average of 100 to 120 
checks per hour for a normal day, and 
upwards of 160 to 180 checks per hour 
on peak days. It also involves greeting 
customers pleasantly, concentrating on 
giving prompt and accurate service, 
being thoroughly familiar with the 
job’s duties and knowing the other 
services available within the bank, and 
being on the alert for new business. 
Next comes a statement of the paying 
tellers’ objective, as follows: “Cash 
checks and bonds, certify checks, and 
furnish customers with blank checks.” 
Then follows the real gist of the 
visual analysis, the job factors in order 
which go to make up the paying teller’s 
work, and the key points or steps by 
which the teller accomplishes each fac- 
tor. The first job factor listed for the 
paying teller is “money supply.” In 
an adjoining column are given the four 
key points to remember in this con- 
nection, such as anticipating currency 
requirements, withholding usable cur- 
rency and coin from the turnover of 
the Receiving Unit, etc. All told, the 
key points involved in 20 job factors 
for paying tellers are covered. 

On the education side of developing 
people in the individual job area we 
use our motion picture screen play, 
“Back of Every Promise... .”, a film 
story of commercial banking. This film 
dramatizes what a bank does for in- 
dustry and people, and points up the 
parts bank men and bank women play 

See PERSONNEL TRAINING—Page 74 


The program has materially eased the manpower problem 


Members of the staff review a discussion form with Mr. Bradt (left), who heads 
Continental’s education and training activities 
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ITH the announcement this 

month of a new book entitled 

“You and Banking,” the Ameri- 
can Institute of Banking inaugurated 
anew type of course—an orientation 
course for beginners in the banking 
business. Heretofore, the orientation 
of new employees has not been on a 
broad organized scale. Each bank did 
what it did in its own way, if it did 
anything at all. While many new- 
comers to the business took A.I.B. 
courses right off, many others did not. 
If the new staff member joined the 
: after the A.I.B. semester had 
| begun, he had to wait some months 
anyway; but it is more likely that he 
did not feel ready to undertake the 
formal program of the Institute until 
he had been with the bank awhile. 
As a matter of fact, the average new 
bank employee has not enrolled in 
A.I.B. course until he has been with 
his bank approximately two years. 
The initial training of new employees 
has always been left to the employing 
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By 
LESTER GIBSON 


Director, News Bureau, 
and Deputy Manager, 
American Bankers Association, 


12 E. 36th Street, 
New York 16, New York 


banks, the training consisting more 
often than not of learning how to do 
the job for which one was hired. 

Two years ago, A.I.B. officials asked 
a large and geographically representa- 
tive group of senior bankers what in 
their opinion the A.I.B. should do that 
it was not doing. The unanimous 
answer was that it should try to 
develop a good course which could be 
used to orient new people to the bank- 
ing business; provide them with a 
quick but well rounded picture of what 
banks do and how they work, the 
nature of the services they render to 
the public, their place in the enter- 
prise economy, how they function as 
a system, the opportunities in the 





The new course fills a gap before newcomers are ready for regular A.1.B. work 


Jenting BANK BEGINVERS 


Bankers cited the need for a course for new employees. 
A new A.I.B. book, “You and Banking.”° meets that need 


business, and how the new person may 
get ahead in it. 

Such a course, it was felt, would 
do much to reduce turnover of new 
people by interesting more of them 
in staying and making a career. 

“If you can give us such a course,” 
these senior bankers said, “you will 
go a long way to help us interest new 
people at the outset and to reduce the 
personnel mortality rate at the point 
where it is heaviest.” 

Over a period of two years there 
followed a series of regional bank con- 
ferences on A.I.B. curriculum climaxed 
by a national conference, at all of 
which ideas were developed for the 
kind of a course desired. In all, it is 
estimated that approximately 700 
bankers contributed to the develop- 
ment of the idea. 

Finally, to ten of the most inter- 
ested bank officers was given the 
assignment of preparing material on 
their special fields of the banking 

See ORIENTING BEGINNERS—Page 76 
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Put it up to our alert staff of C’ Men. 


as well as additional information from thousands 











...to answer your credit inquiries of agencies and private sources available to Manu- 
from our great “Storehouse of Facts” facturers Trust Company, the bank with more than 
a million customers, more than 100 offices—and con- 

We make strong claims for the skill and accuracy of nections throughout the nation and the world. 
our Credit Men. The volume and variety of their work Correspondents and customers are invited to take 
call for extraordinary experience and judgment, day advantage of this highly developed phase of 
after day. Manufacturers Trust service. The efficiency of our “C” 
The special resources of information which they men applied to your credit questions assures depend- 
investigate and analyze include our own great “store- able help in handling confidential transactions, in 

house of facts’—our Central Credit Department— improving your customer service. 


‘Manujacturers Trust Company... 


J’ EVERYBODY'S BANK 


Head office: 55 Broad Street, New York 15, N. Y. Member Federal Deposit Insurance Corporation 
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IRECTOR Clutchbill sat motion- 
less, looking at a chair in Caleb 
Bagley’s carpenter shop. 

Caleb screwed his eyes curiously on 
the old director of the Ferndale Na- 
tional. “I thought you’d admire seeing 
it. There’s no telling what it’s worth. 
It is a genuine Louis XIV. There’s 
nine more exactly like it over to that 
fancy place they call Camp Cashier’s 
Rest in the mountains.” 

“Why, it’s regal! Think how it 
would dress up our directors’ room; 
five of them rising nobly around the 
table. It would put a richness in it no 
bank in these parts has got. See if you 
can’t buy five of them for me.” 

“No chance. Money don’t mean any- 
thing to those bankers. I tried to get 
one myself when they had me come 
and get this one to fix up its busted 
leg.” 

“Caleb, I’m going to have five of 
those Looie Fourteen chairs!” 

The royal chair, solidly upholstered 
in elaborate, faded tapestry, seemed 
to pull up its back in horror. Its grace- 
fully curved legs shrank away from 


great gun’s scope 








The wily director goes gunning for 
a Louis XIV board room 


MR. CLUTCHBILL Adds to 
“Furniture and Fixtu 


By FRED COPELAND 


Mr. Clutchbill’s eyes. 

“Hm’f! You’ll find they won’t part 
with one. And they got them for al- 
most nothing. One of those bankers 
happened in at a farm auction over the 
mountain. It was an off-season, and 
hardly anyone around ... no antiquers, 
anyhow. He got the whole ten for a 
dollar apiece.” 

“Gracious! I’d give $50 for five of 
them.” 

“Huh! Tl bet they’d fetch $100 
apiece, maybe more. They were 
brought down from an old manor 
house in Canada. Some claim they 
came over from France in 1670. 
They’ve been hid in an old big farm 
house for years. Finally the widow 
died. Everything was sold off. Those 
bankers over there at Camp Cashier’s 
Rest are smart birds; they know what 
they’ve got. You been over there 
lately ?”’ 

Mr. Clutchbill shook his head. 

“They’ve started a bank there.” 

“What!” 

“Absolutely! And five of those 


See MR. CLUTCHBILL—Page 78 
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green pastures on DOT sides 


HERE'S little rivalry—and a vast store of oppor- 
5 iain in commerce between these North Ameri- 
can neighbors. That is why Americans have invested 
in Canada more than one-third of all U.S. private 
capital invested abroad. Canadians in turn have in- 
vested substantially in American enterprise. 

Last year Canada bought $2,093,000,000 of Ameri- 
can goods. During the same period the United 
States bought $2,046,000,000 of Canadian goods. 
Canada now ranks among the first six nations in 


industrial output. Today Canadian factories are 





producing more income than the farms, forests, 


mines and fisheries combined. 


Many leading U. S. Banks . 
direct their customers to 
The Canadian Bank of Commerce e a na la Nn a Nn 


when they need a Canadian 
banking connection. They can 


rely on us to give the i 
constructive, efficient banking O O] I Hi ! 1erce { 
service and valuable market 
information American 


businessmen appreciate. HEAD OFFICE: TORONTO 


New York San Francisco Los Angeles Seattle Portland, Ore. 


nae 


Over 600 Branches Throughout Canada 
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WASHINGTON VIEWPOINT 








Housing. Home Finance 


An investigation of high rents in 
communities adjacent to Armed Serv- 
ice training camps was responsible for 
the passage of the Defense Housing 
3ill. As a result, Washington officials 
now foresee a reversal of the unsea- 
sonal sluggishness in home-building 
starts. 

The impetus was provided by a Sen- 
ate Armed Services subcommittee 
headed by Senator Lyndon Johnson 
(D., Texas). 

Investigators had probed the causes 
of inefficiency in training and reached 
the conclusion that the morale and ef- 
fectiveness of training camp instruc- 
tors was seriously undermined by liv- 
ing conditions. 

Mr. Johnson’s subcommittee spread 
out its findings in a brief but powerful 
report, whose effect was to cause the 
House to reverse its previous decision 
to ignore the President’s recommen- 
dations on defense housing. The House 
gave the President practically all the 
powers he sought. 

There is $1,500,000,000 of additional 
mortgage lending insurance available 
to the Federal Housing Administra- 
tion. The Veterans Administration can 
make direct loans out of a revolving 
fund. On homes priced at $7,000 or less 
a veteran can make a deal with only a 
four per cent down payment. The 
Public Housing Administration can 
go ahead with 50,000 starts in fiscal 
1952, as against the 5,000 starts before 
the House action. 

Underlying these specific develop- 
ments is the reluctantly-admitted be- 
lief among housing officials that a 
moderate home-building boom would 
serve a useful purpose during the com- 
ing 4 to 6 months. Most Government 
economists agree on the possibility of 
a short-term period of deflation, to be 
followed by a relapse into the inflation- 
ary habits of the era. To tide over the 
temporary deflationary gap, easy hous- 
ing credit could be useful. 

The Banking Committees of Con- 
gress also listened to much testimony 
suggesting that the pile-up of inven- 
tories in the home appliance business 
was due to the Government’s action in 
slowing down the construction of 
homes into which appliances would be 
installed. The Senate Banking Com- 
mittee accepted this viewpoint, and 
recommended that the Federal Reserve 
Board should be required to weigh the 


September, 1951 


By N. P. GREGORY 


Washington Correspondent 


appliance inventory situation in its 
management of credit controls. When 
the Reserve Board protested against 
this procedure, it was dropped; how- 
ever, the indication of Senate senti- 
ment was important as a revelation 
that housing credit and consumer 
credit regulations should be dovetailed. 


Savings Bond Drive 


The basis of the 1951 drive’s appeal 
is that private banks have a self-in- 


terest motive in promoting the widest 
distribution of creditorship of the 
public debt. 

At a luncheon gathering of Savings 
Bond directors from all States, touch- 
ing off the campaign, the Treasury 
sought to enlist banking’s support by 
pointing out the perils of future de- 
flation. 

If the people generally hold liquid 
assets in the form of savings bonds, 
the Treasury emphasized, there exists 
a financial cushion against economic 
conditions that breed communism. 

Dr. Marcus Nadler, economics pro- 
































A. your representative to the 


Nation’s Capital, American Security 
& Trust Co. can handle your corre- 
spondent needs and problems in 
Washington with the care, speed, and 
personal interest that you would 
require of your own staff. 


Select a leader in experience and 
dependability and receive the maxi- 
mum in efficiency. 


; American Security 


& TRUST COMPANY 
15th St. & Pennsylvania Ave., N. W. 
Washington, D. C. 

Daniel W. Bell, President 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
MEMBER FEDERAL RESERVE SYSTEM 
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Providing every correspondent service— 
domestic, foreign, fiduciary, portfoliom 
that your bank or your customers, may require 


= the effectiveness and scope of your banking facilities 
by using the correspondent services provided by Guaranty 
Trust Company. To meet your requirements and those of 
your customers, this Company renders complete banking 
service to financial institutions, firms, corporations, govern- 


ments, and individuals. 


In addition to domestic, foreign, fiduciary, portfolio, and 
other services, Guaranty Trust Company acts as registrar and 
transfer agent for corporate securities, as trustee of bond issues 


and pension trusts, and in other related capacities. 


Please feel welcome to make full use of our extensive facilities 


and to request any further information you may desire, 


Guaranty Trust Company 
of New York 


Capital Funds $377,000,000 


140 Broadway, New York 15 


Madison Ave. at 60th St. 
New York 21 


Fifth Ave. at 44th St. 
New York 18 


London 


New York 20 
Paris Brussels 


Member Federal Deposit Insurance Corporation 


Rockefeller Plaza at 50th St. 


fessor and widely respected as a bank- 
ing analyst, suggested three promotion 


| points to savings bond state chairman: 
| (1) The distribution of the debt aids 


the economy as a whole; (2) Bank 
support of bond drives educates the 
people in saving; (3) Urging people 


_ to come to banks to buy bonds pyo- 








vides an opportunity to increase the 
sale of other bank services. 
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V-Loans 


The volume of bank loans guaran- 
teed by the Federal Reserve under 
Regulation V has picked up rapidly 
following President Truman’s signa- 
ture of the Assignment of Claims Act. 

The total number of applications ap- 
proached the $1 billion mark in early 


| August, and officials believed that the 


total of loan approvals would pass 
$800,000,000 by the end of the month. 

A little-publicized legal action that 
strengthens the bank’s position in an 
assignment of claims case is the ver- 
dict of the United States Court of 
Appeals for the Third Circuit in Tozer 
vs. Italian Cook Oil Corp. (No. 10,- 
334). 
ed down August 14, was that the as- 
signment of a-claim by a debtor can- 


| not be revoked by the trustees in 
| bankruptcy; if a trustee elects to go 


ahead with the contract ‘“‘he then 
stands in the debtor’s shoes.” 

According to banking lawyers in 
Washington, if the case had gone the 
other way, it could well have stopped 
the V-loan program in its tracks pend- 
ing further legal review. 
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Taxes on Dividends 


Barring surprise action, Senate pas- 
sage of the 1951 tax bill is expected 
to be the last major task before Con- 
gress adjourns, probably some time 
in October. 

Taxes on dividends were retained in 
the House bill. During Senate hear- 
ings there was testimony in opposition 
to the dividends tax, on the ground 
that it tends to stifle the motivation 
for investment. 

Taxes on interest received from 
United States Savings Bonds and mu- 
nicipal and corporate bonds touched 
off a more spirited controversy. The 
American Bankers’ Association, rep- 
resented by Lee P. Miller, president 
of the Citizen’s Fidelity Bank and 
Trust Co., Louisville, protested that 
the tax would be collected without re- 
gard to whether the taxpayer owed it 
or not. 

The tax on dividends, Mr. Miller 
said, presented to banks acting as fis- 
cal agents an impossible problem in 
dealing with dividends in kind. The 
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cd Gilt-edged protection 


Mr. Stevenson is now well protected against financial loss. His new fire in- 
surance policy is underwritten by a leading company . . . it is “gilt-edged.” 
» » His checks, too, give him gilt-edged protection — they are written on 
as La Monte Safety Paper, recognized everywhere as the criterion for quality 
ed and maximum safety. » » Bankers from coast to coast have found their 
val customers quick to appreciate the value of these fine check papers. 

Your lithographer can show you samples or we'll gladly send them direct. 
oft 
ion 
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A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such INDIVIDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 
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At the turn of the century .. . we were already 


serving as Los Angeles Correspondent for out- 


: Sz, 
of-town banks. 
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There wasn’t much to do; the work was as 
light as the export trade through the infant, | 


riage AZ 
_~  shallow-draft Los Angeles Harbor. V7 : 
ZZ Y by 
AA But today, Los Angeles Harbor is a teeming 7 yj Y , 


port—export tonnage leader of all Western 
America. 


And—Security-First National is a banking 
Organization of 132 Offices and Branches... 
located from mid-California to the Mexican 
border... providing complete, experienced 
correspondent service for banks in all sections 
of the United States and overseas. 


We welcome the opportunity to act as your 
Pacific Coast Correspondent. Address in- 
quiries: Banks and Bankers Department. 


RESOURCES OVER 112 BILLION DOLLARS 


MANAGING COMMITTEE 


George M. Wallace, Chairman 
Chairman Board of Directors 


James E. Shelton 
President 


Chester A. Rude 
Chairman Executive Committee 


L. W. Craig 


C. T. Wienke 
Vice-President 
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SECURITY- FIRST NATIONAL BANK 


OF LOS ANGELES 


Member Federal Deposit Insurance Corporation ¢ Member Federal Reserve System 
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paying bank, he said, would have to 
collect money from the dividend-re- 
ceiving stockholders to pay the tax, 
for there would be no other funds 
available to it for the purpose. 

The president of the Virginia Bank 
ers Association, H. H. Cooley, presi- 
dent of the Round Hill (Va.) National 
Bank, commended the House action in 
voting out of the tax bill the proposal 
to tax interest on savings accounts. 
He asked the Senate not to restore it. 

Mr. Cooley said he knew that 79 
per cent of the savings depositors in 
his bank have no income tax liability. 
To apply the tax, he said, would be tc 
“punish the innocent in order to catch 
the guilty.” 
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Credit Unions 


The number of credit unions in the 
country is increasing by about 1,000 
each year, according to the Credit 
Union National Association. 

There are now approximately 11,000 
credit unions. The Association is con- 
tinuously pressing for more credit 
unions to be organized, a spokesman 
said. 

Federal charters are taken by about 
500 of the annual increment, while the 
other 500 newcomers prefer State 
charters. Some states have credit 
union legislation which is considered 
“more favorable” to the formation and 
growth of credit unions, the spokes- 
man explained. 
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World Bank Meeting 


The annual meetings of the Inter- 
national Bank of Reconstruction and 
Development and the International 
Monetary Fund will be held here in 
Washington this month. 

Although nothing sensational is ex- 
pected, Secretary of the Treasury John 
W. Snyder has disclosed that Great 
Britain’s Chancellor of the Exchequer 
Hugh Gaitskell, will arrive before the 
meeting to discuss with him the pend- 
ing initial payment for December 31, 
1951, on the $3,750,000,000 loan made 
to the British Treasury after the close 
of the Second World War. 

There have been reports from Lon- 
don that the British Treasury is an- 
xious for a moratorium on the pay- 
ment in view of its deteriorating dol- 
lar position due to heavy requirements 
for re-armament. Mr. Snyder told a 
recent news conference that he had 
heard nothing officially, though the 
reports persist. 

Britain’s dollar position had been 
considerably improved in the last 
twenty-four months, but there has 
been a reversal of this favorable trend. 
Mr. Snyder, mindful of an economy- 
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n our payroll, 


but he works for you... 


Here’s your man... and the district he serves: 


NORTHEAST: 


CENTRAL 
STATES: 


WEST: 


SOUTHEAST: 


SOUTHWEST: 
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WituiaM F. Doyte, Vice President 
C. ALBERT ROLLENHAGEN, 

Asst. Vice President 
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Sipney W. Cor, Vice President 

Dove tas E. McNamara, Vice President 
Joun J. McSortey, Asst. Vice President 
Joun W. Creicuton, Representative 
Cuar.es W. Haccerty, Representative 


WituiaM Feick, Vice President 
H. Mitvter Lawper, Asst. Vice President 


Josepu S. Moss, Jr., Vice President 
GrorceE W. Dietz, Asst. Vice President 


Maurice C. Toompson, Vice President 
Freperick W. Baker, Asst. Vice President 


our man at the IRVING 


re y ware 


knows your needs, sees from your ‘point of view. 
At his command are world-wide resources and serv- 
ices to build additional income and good will for 
you. Consider the Irving representatives who cover 
your territory as members of your own staff, always 
ready to assist—whether in the smallest details or 
in projects of major importance. 


IRVING TRUST 
COMPANY 


ONE WALL STREET ° NEW YORK 15, Ne Ye 


Capital Funds over $118,000,000 
Total Resources over $1,200,000,000 


Wit N. Enstrom, Chairman of the Board 
Ricwarp H. West, President 


Domestic Banking Division 
Noan Harrican, Senior Vice President in charge 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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(Metal roll-tops are optional) 


You can serve more people faster with H-H-M Under- 
Counter Work. 


It frees tellers from walking, waiting and 


searching delays. It puts supplies, machines and money at tellers’ - 


finger-tips. Supply cabinets have adjustable shelves to assure 
efficient storage. You choose your own cash drawer and record 
filing arrangements. You locate machines, machine pedestals and 
record safes to suit your work space. All of these advantages are 
provided economically by a complete line of standard units for 
new or remodeling jobs. Custom-built units can be made at 


reasonable cost to meet unusual conditions. 


Ask for a copy of our folder, “Improve Over-Counter 
Service.” You'll also find helpful ideas in our “Guide For Plan- 
ning Bank Vaults,” and in our data on... Drive-In and Walk-Up 
Banking ... and, 24-Hour and Night Depositories. Write Today. 


llerring-Hall-Marvin Sale Co. 


HAMILTON, OHIO 














minded Congress, is not likely to look 
favorably on a moratorium. 

The World Bank and Monetary 
Fund conferees are expected to ap- 
prove the annual reports of the two 
Bretton Woods Institutions and ap- 
prove a general operating policy for 
the coming year. 

No important personnel changes are 
expected at the annual meetings. 
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Szymezak Legislation 

The House Banking and Currency 
Committee has approved special legis- 
lation which would permit M. S. Szym- 
czak, member of the Federal Reserve 
Board of Governors, to take a position 
with a bank that is affiliated with the 
Federal Reserve System. 


Similar action is expected before ad- 
journment of Congress by the Senate 
Banking and Currency Committee. 


Under present law a Federal Re- 
serve Governor cannot take a job with 
a Federal Reserve member bank for 
two years after his resignation from 
the Board of Governors. It is under- 
stood that Mr. Szymczak, who plans to 
resign shortly, is interested in getting 
a position with a bank in New York 
or Chicago. 
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Executive Replacement 
Warning Issued 


Preston Delano, Comptroller of the 
Currency, notes that defense man- 
power requirements tend to “siphon 
off” large numbers of bank employees. 
He is more deeply concerned, however, 
with a more acute manpower prob- 
lem that touches banks operated by 
“aging officers, with no adequate re- 
placement personnel in their organi- 
zations.” 

In such cases, Mr. Delano states, 
upon the death or retirement of key 
personnel, the directors are unable to 
find, or consider they cannot afford, 
competent management from outside 
sources. As a result, an increasing 
number of such banks are being ab- 
sorbed by others. 


“In certain areas, particularly where 
State-wide branch banking is permit- 
ted, this is causing a steady reduction 
in the number of small unit banks and 
ever-greater concentration of banking 
resources under the control of rela- 
tively few large institutions. 

“Everyone interested in local banks, 
and particularly bank directors, would 
do well to place greater emphasis on 
measures designed to correct this 





id 








weakness, knowing that a bank with- 
out adequate management has only 
two possible destinations—absorption 
or failure.” 


ERNE Som Ono. USAFE 0 
|» ~| Craftsmen in... Safes ®@ Insulated Record Files © Vault Doors ® Money 
Chests @ Rotary Record Files @ Steel Storage Files @© Bank Vault Equipment 
q ® Drive-in Windows ® Depositories © Under-Counter Work ® Stainless 
Steel Hospital and Building Products 
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THE PERSONALITY SPOTLIGHT 








A prominent local business leader, 
J. Lee Johnson, Jr., has become presi- 
dent of the First National Bank in Fort 
Worth, Texas. Marshall A. Fuller, pres- 
ident since 1939, continues active in his 
new post of board chairman. 

Mr. Johnson has been a director of 
the First National for many years and a 
member of the loan and discount com- 
mittee. He remains head of a large 
lumber firm which operates 27 yards in 
Texas and Oklahoma, and also has ex- 
tensive ranch and oil interests. 


e 


A top-notch credit man, Kenneth K. 
Du Vall, is now chairman of the board 
and president of the Merchandise Na- 
tional Bank of Chicago, succeeding 
F. W. Antwerp who died June 6. 

















KENNETH K. Du VALL 


Back to Chicago 


For the past five years president of 
the First National Bank of Appleton, 
Wisconsin, Mr. Du Vall will assume his 
new duties on October 1. He is well- 
known in Chicago banking circles, 
having been a vice-president of the City 
National Bank and Trust Company 
there before going to Appleton. 

A past president of the Robert Mor- 
ris Associates, Mr. Du Vall has also 
been prominently identified with the 
School of Banking at the University of 
Wisconsin. 

oa 


Back in Utah following his long and 
eventful public service career in Wash- 
ington, D.C., Marriner S. Eccles has be- 
come chairman of the board of the 
First Security Corporation which he 
helped to organize in the late 1920's. 
His brother, George S. Eccles, contin- 


September, 1951 


ues as president of the organization, 
which controls a farflung banking sys- 
tem in the Intermountain area. 
Marriner Eccles has been actively 
idéntified with the banking business in 
Utah for more than 30 years. His other 
business interests include hotels, insur- 
ance, lumber, construction, sugar, milk 
products, and farm implements. 


5 


On Detroit’s 250th Birthday Party, 
the city cited Joseph M. Dodge, presi- 
dent of The Detroit Bank, for his out- 
standing service to the nation. Mr. 
Dodge was presented with a testi- 
monial scroll, signed by the mayor and 
common council in behalf of the citi- 
zens of Detroit, and an engraved plati- 
num watch. The only other native son 
thus honored was Dr. Ralph Bunche, 
trusteeship director of the United Na- 
tions. 


5 


The scene below shows top echelon 
of The First National Bank of Chicago 
congratulating a one-time messenger 
boy on his 50 eventful years at the 
bank, during which time he has be- 
come one of the nation’s best-known 
experts on petroleum industry financ- 
ing. 

The honored individual’s name is 
Hugo A. Anderson, a general vice-pres- 
ident who heads the division at First 
National specializing in oil industry 
loans. He started his career at the 
bank as a “bell boy” at the age of 14, 
and progressed gradually at the bank 
through the credit department while 
also attending high school and univer- 
sity night classes. Some 25 years ago 
he started making loans on oil hold- 
ings and properties, a comparatively 


Oil loan expert honored 


Mr. Anderson shows engraved tray to Vice- 

President Amberg, President Livingston, 

Vice-Chairman Forgan, and Vice-President 
Heymann (left to right) 








new banking activity, and he has since 
extended credit in this field totaling 
hundreds of millions of dollars without 
a dollar of loss to the bank. 

His advice to young men seeking to 
progress is: “Work hard and forget 
about the hours. There is hardly a 
business that does not have opportuni- 
ties for advancement.” 


a 


A prominent Texas banker for 30 
years, S. Marcus Greer returns this 
month to the City National Bank in 
Houston as vice-chairman of the board 





S. MARCUS GREER 


Dallas to Houston 


and chairman of the executive commit- 
tee. To accept the post he has resigned 
as executive vice-president and a direc- 
tor of the Mercantile National Bank 
in Dallas. 

Mr. Greer was previously associated 
with the City National from 1935 until 
1943. He has long been a member of 
the Association of Reserve City Bank- 
ers. 

Another vice-chairman of the Board 
at the Houston bank is J. W. Keeland, 
who continues in that capacity. 


Sd 


Successor to the late George Gifford 
as president of the Mohawk National 
Bank, Schenectady, New York, is A. L. 
Reid, former vice-president and trust 
officer. 

Mr. Gifford had been with the bank 
for 53 years, starting as messenger, and 
was president since 1924. 

Other promotions at the bank include 
the appointment of Harold F. Lewis, 
cashier, to the post of vice-president 
and cashier, and Vroman §. Borst to 
vice-president and trust officer, upped 
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Choose your 
own individual 
point style from the 


world’s largest Point 
selection. instantly 
renewable 
. in case of 
_ “Ink-Locked” damage. 
against accidental 
spillage. Can't leak. 
Won't flood. 
Base holds 
40 times more 


ink than regular 
fountain pen desk 
sets. Fill it once - 
++. write for 
months. 


Choose the 
right point 
for the way 
YOU write. 


Only a few of the more 
popular point styles shown 


From the world’s largest variety of fountain pen point 
styles, choose the point for the way you write at your 
desk and fit it into this unusual desk set. You’ll dis- 
cover new writing ease and greater writing convenience. 


COPYRIGHT 1951, 
THE ESTERBROOK 
PEN COMPANY 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East; Toronto, Ontario 








| ford, Jr., who 


from assistant cashier and assistant 
trust officer. 
e 


From executive vice-president, Cesar 
J. Bertheau has been advanced to the 
presidency of 
Peoples Trust 
Company of Ber- 
gen County, 
Hiackensack, 
New Jersey. He 
succeeds the late 


Charles E. Black- 








died recently 
after serving as 
president since 
1925. Cc. J. BERTHAU 
Mr. Bertheau 
has had a varied and extensive banking 
career, starting with the American 
Trust Company of San _ Francisco. 
From 1930-1947 he was a vice-president 
of The Marine Midland Trust Company 
of New York, and from 1939 to 1947 he 
was president of the Fidelity Safe De- 
posit Company, New York. 
o 





As service institutions, banks are 
sometimes called upon to perform some 
unusual functions. This was the case 


| recently with The Society for Savings 





in Cleveland. 

Mervin B. France, president of the 
Society, received an unsigned letter 
from Alabama, enclosing $65 and ask- 
ing him to return it to a Cleveland 
couple who were said to have an ac- 
count at the bank. The conscience- 
stricken writer acknowledged that this 
represented money once taken in a 
pocketbook belonging to the couple. 

Mr. France checked but could find no 
account under the names given. On fur- 
ther investigation, however, he did find 
a Mrs. Rose Hodan living in the Bo- 
hemian section of Cleveland. Some 16 
years ago she had her purse stolen in a 
downtown department store. 

The accompanying view shows Mrs. 


An opportune check 
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\\ Dich Tahe-Apart”’ eee hy hea 


The “quick take-apart” construction of the Model SL Brandt 





Coin Sorter and Counter is one of several outstanding new fea- 
tures of this machine which has been on the market slightly more 
than a year. The “quick take-apart” construction permits the dis- 
assembly of the machine, should occasion warrant, down to major 
operating mechanisms in less than one minute and it can be reas 
sembled just as quickly. This can be done by one not mechanically 
inclined. All that is involved is the removal and replacement of 
three thumb screws and two slotted screws. 


Then there is the shock absorber unit incorporated in the count- 
ing mechanism allowing such mechanism to yield rather than be- 
come damaged by mutilated coins or foreign matter. 





The Model SL sorts and 


counts mixed coins 


from pennies to half dollars inclusive 
into separate drawers by denomina- 
tion. Individual counting dials record 
in dollars and cents the value of each 
denomination of coin. 


The Model SL has a new type 
of drive mechanism which 
assures improved operation. 

















Space will not permit us to 
detail other new features in the 
Model SL Brandt Coin Sorter 
and Counter, but let us tell you 
that this machine has much 
more than met our fondest 
hopes from the standpoint of 
giving customer satisfaction. 


Smart in appearance, easy to oper- 
ate, sturdily built for years of serv- 
ice, the Model SL is truly an out- 
standing Brandt machine, 


Model SL partially dis- 

L L b assembled down to major 
operating .mechanisms after 

removal of three thumb 

screws and two slotted 

screws. 


BRANDT AUTOMATIC CASHIER CO. 


WATERTOWN, WISCONSIN 


“Brande” and “Cashier” registered United States Patent Office and Canadian Trade Marks Office 
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from assistant cashier and assistant 
trust officer. 
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From executive vice-president, Cesar 
J. Bertheau has been advanced to the 
presidency of 
Peoples Trust 
Company of Ber- 
gen County, 
Hackensack, 
New Jersey. He 
succeeds the late 
Charles E. Black- 
| ford, Jr., who 
| died recently 
after serving as 
president since 
1925. 

Mr. Bertheau 
has had a varied and extensive banking 
career, starting with the American 
Trust Company of San _ Francisco. 
From 1930-1947 he was a vice-president 
of The Marine Midland Trust Company 
of New York, and from 1939 to 1947 he 
was president of the Fidelity Safe De- 
posit Company, New York. 

















Cc. J. BERTHAU 
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As service institutions, banks are 
sometimes called upon to perform some 
unusual functions. This was the case 
| recently with The Society for Savings 
in Cleveland. 

Mervin B. France, president of the 
Society, received an unsigned letter 
from Alabama, enclosing $65 and ask- 
ing him to return it to a Cleveland 
couple who were said to have an ac- 
count at the bank. The conscience- 
stricken writer acknowledged that this 
represented money once taken in a 
pocketbook belonging to the couple. 

Mr. France checked but could find no 
account under the names given. On fur- 
ther investigation, however, he did find 
a Mrs. Rose Hodan living in the Bo- 
hemian section of Cleveland. Some 16 
years ago she had her purse stolen ina 
downtown department store. 

The accompanying view shows Mrs. 
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The “quick take-apart” construction of the Model SL Brandt 








Coin Sorter and Counter is one of several outstanding new fea- 


4 tures of this machine which has been on the market slightly more 
: than a year. The “quick take-apart” construction permits the dis- 
t assembly of the machine, should occasion warrant, down to major 
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three thumb screws and two slotted screws. 
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Hodan just after receiving the long-lost 
$65 from Mr. France. Since the death 
of her husband she has been supporting 
herself by her own handiwork, knitting, 
making lace, etc. Three months ago 
she broke her arm and was unable to 
work. Thus the money could not have 
come at a more opportune time. 


e 


B. F. Barnett, president, Commercial 
National Bank in Shreveport (Louisi- 
ana), has been nominated for the presi- 
dency of Robert Morris Associates. At 
the annual corporate meeting Septem- 
ber 21 he will succeed Fred C. Witte, 


vice-president, Chase National Bank, 
New York City. 

Nominated as first vice-president is 
E. Lawrence Worstall, vice-president, 
The Philadelphia National Bank. Slated 
to become second vice-president is T. 
W. Johnson, vice-president, Security- 
First National Bank of Los Angeles. 


e 


As retiring Vice-President Eldon E. 
Stark recently closed his desk at the 
Boston Safe Deposit and Trust Com- 
pany for the last time, he took out a 
box of dog biscuit—and therein lies a 
human interest tale that was good for 








Vice-President 
Hal W.Cross Cashier 
William Watson 
Comptrollep 
William J. Hunter 
Assistant Vice-President 
John W. Luhring 
Assistant Vice-President 
Harry N. Herzikoff 


Assistant Vice-President 


Charles H. Landis 
Assistant Cashier 
Al L. Somerindyke 


Assistant Cashier 


Alfred T. Harrwell, Jr. 
Assistant Trust Officer 
FOREIGN DEPT. 

Paul E. Neuschaefer 

Vice-President 

Leo C. Helfenberger 

Manager 
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ERSONAL SERVICE e WE HAVE NO BRANCHES 


Reserved for Interest, Taxes, Dividends, etc. . . 
Liability under Letters of Credit and Acceptances. ... 


Wherever your bank is—refer your friends 
to us when they visit Los Angeles—send us 
your cash and collection items. We invite 
accounts from banks and corporations. 


STATEMENT 
OF CONDITION 


AS OF JUNE 29, 1951 


OFFICERS Cash on hand and due from Federal ReserveandOtherBanks $ 53,366,350.29 
Ben R. Meyer U.S. Government Securities ....ccccccccece oe 50,214,105.09 
a - Federal Reserve Bank Stock ........-..- cer 225,000.00 
aed SORE. sn ee ecevevewens sees  67,604,456.30 
Joseph C. Lipman : cy 
Senior Vice-President Union Bank Building and Customer Auto Parks ...... 1,650,000.00 
Edward H. LeBreton ! 
Vice-President a PTE Ee ee TTT 1.00 
Poul B. Newschesfer | Furniture and Fixtures ........00 eee ees a 1.00 
Louis Siegel inition Customers’ Liability under Letters of Credit and Acceptances 2,879,283.91 
e- sae 
William C. Neary CERO 6 cece ee seer eceeeuvess 50,463.07 
Don R. — TOTAL eeeeeeeoe eee eeeeereeeeeeeseee $175,989,660.66 


Lubbibeie ° 


Capital eeeeeeteoeveerens 


$ 3,500,000.00 


Rod Maclean Surplus .. ccc ccccccccvcce 4,000,000.00 

Assistant Vice-President Undivided Profits. .......... - ___1,703,409.69 $ 9,203,409.69 
Lauren H. Conley A : 

Assistant Vice-President Reserved for Contingencies .........0+6. cee 1,159,334.38 


1,545,277.14 
3,174,735.84 





Angus). MacLennan DiscountCollected—unearned. .... ee eee ce ees 498,722.60 
sistant Casbier . -9+_* 

Arthur R.Horne _ Gules Lisbilities . ccc ccccee 12 een we eee ae 101,670.83 

Walter B Hill, nding Deposits: Demand ......... + $122,258,716.26 

eneer penanveeet ee ee eee 24,779,496.62 

Don R. Cameron U. S. Government deposits 

Fay — and other public funds .. _13,268,297.30 __ 160,306,510.18 
Trust Officer 

tte Gn COTM wecvvees c§eveteevecvesvecs Gllameeenee 
Trust Officer 

Margaret Morris 

Assistant Trust Officer 


United States Government obligations carried at $18,153,121.67 in the foregoing 
statement are pledged to secure public funds and for other purposes required by law 


UNION BANK & TRUST CO 


OF LOS ANGELES (8th & HILL) 





quite a feature story in “The Boston 
Sunday Herald.” 

For the bank was losing its top “ani- 
mal expert.” Not only did the officer 
and employees wish him well after 34 
years of service, but so did Linda, a 
13-year-old dog of uncertain breed who 
had been a steady visitor at Mr. Stark’s 
desk for many years. 

Linda, property of one of the bank’s 
clients, early became fascinated by this 
thoughtful banker who kept dog food 
in his desk. On her frequent visits she 
would race across the lobby on a bee- 
line for Mr. Stark’s platform station. 
If he was occupied she would bark for 
attention, but as one vice-president ex- 
plained it was a soft “banking” bark 
and after awhile the staff did not even 
look up any more. “This is a friendly 


Mr. Stark and Linda 


bank,” Mr. Stark would assert, as he 
handed out some dog rations. 

His debut as animal expert came in 
1944 when a Boston lawyer died and 
left $40,000 for the care of his tiger 
cat, Buster. The Boston Safe Deposit 
and Trust Company was named ex- 
ecutor of the will, and Mr. Stark was 
promptly appointed trust officer for the 
cat. Buster and the lawyer’s human 
heirs gave him a busy time until the 
feline died and an estate settlement was 
worked out. 

In addition to his animal interests, 
Mr. Stark has such outside hobbies as 
playing the bassoon, collecting an- 
tiques, and tinkering with amateur 
radio. 


Upon consolidation with the United 
States Trust Company, the First Na- 
tional Bank and Trust Company of 
Paterson (New Jersey) becomes the 
largest national bank and the second 
largest commercial bank “in the state, 
with resources of more than $195 mil- 
lion. 


F. Raymond Peterson and Benjamin 
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P. Rial remain as board chairman and 
president, respectively, of the First Na- 
tional. Andrew de Ritter is now senior 
vice-president. Of the United States 
Trust executives, from board chairman 
C. Wesley Bensen becomes vice-chair- 
man of the consolidated bank; Peter 
Cimmino, vice-chairman of the board, 
and Albert J. Baisch, president, become 
executive vice-presidents. 


5 


New president of The First National 
Bank of Pueblo, Colorado, is a promi- 
nent banker from 
the southwest, 
William R. Hoge, 
formerly senior 
vice-president of 
the National City 
Bank of Dallas. 
He succeeds 
Mahlon D. 
Thatcher, now 
board chairman, 
who owns con- 
trolling interest 
in the bank. 

The First National is one of Colo- 
rado’s oldest banks, organized in 1871 
before the territory became a state. It 
has always been a family bank, man- 
aged by members of the Thatcher fam- 
ily, so that Mr. Hoge’s appointment is 
a new departure. 





W. R. HOGE 


® 


John Wise, president of the Willard 
(Ohio) United Bank for 18 years, has 
resigned that post to become president 
of the Citizens National Bank, Nor- 
walk, Ohio. He succeeds E. A. Cook, 


now chairman of the board. 


a 


Douglas J. Thompson has been ad- 
vanced to vice-president by The Hart- 
ford-Connecticut Trust Company. He 
is chiefly associated with business de- 
velopment and commercial loan activi- 
ties. He is well-known through having 
previously traveled widely for Chemical 
3ank and Trust Company, New York 
City. 


a 


There are many banks that now have 
women bank officers, but few of them 
have attained a po- 
sition of responsi- 
bility comparable to 
that of Mrs. Helen 
C. Walters, in an 
institution the size 
of The American 
National Bank in 
Denver (Colorado). 








She manages the 

loan and discount 
MRS. H. C. department and 
WALTERS P ' 


has developed a 
simple system of handling such credits 
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Bank references?” 
2,100 ... Lake your pick! 


® Banks were the earliest buyers of 
postage meters, back in 1921. In the 
well run bank, big city or small 
town, a postage meter today is 
standard equipment. The majority 
of bank mail today is metered mail! 


@ Now even the smallest bank can 
have the service and prestige of 
metered mail... with the DM, the 
new Pitney-Bowes small desk model 
postage meter. 

@ Dial the amount of postage you 
need, for any kind of mail . . . press the 
lever, and the DM prints the right 
stamp on the envelope—plus a dated 
postmark, and your own small 
advertisement. To seal the envelope, 
slide the flap through the moistener. 
Even supplies postage on special tape 
for bulky mail, registered, etc. 


® Metered mailing makes sense to a 
banker . . . Loose adhesive stamps can 
be lost, damaged, misused. The meter 
protects a bank’s postage, and the 
people who use it... and accounts for 
postage accurately, automatically. 

® Printing postage is faster, neater, 


more efficient than sticking stamps.  @ The DM can be set for as much 
Anyone can learn to use it in a few 


ri postage as you want to buy 
minutes. It saves time and effort, cuts ag 


at one time, gives your 
operating costs, in this day of climbing @ \ postage full protection ... 
costs and shrinking bank profits. ®) Ask the nearest PB office 
® Metered postage means that for a demonstration, or 
depositors’ mail is as well handled as 


| ll send the coupon. 
depositors’ money. ee 
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3111 Pacific St., Stamford, Conn. 
Please send free booklet on the DM. 
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that has had wide adoption. 

Her present rank is no “fluke” of 
family or fortune. She joined the 
bank’s insurance department shortly 
after finishing grammar school. The 
manager of this activity gave her as- 
signments each night and she recited 
her lessons to him the next morning. 
Then followed night school classes to 
get her high school, college, and law 
credits. 

Aside from her energy and financial 
acumen, perhaps another reason for 
her success is her philosophy of bank- 
ing. She maintains: “Banking isn’t the 
cold money-changing business it has 


been labeled nor is money the root 
of all evil. Banking is a warm human 
business where you can assist thou- 
sands to attain their dreams.” 


e 


William Goldfine has resigned as 
vice-president of Manufacturers Trust 
Company to become executive vice- 
president of the Royal Industrial Bank, 
New York City. He was senior vice- 
president of the National Bronx Bank 
when it merged with Manufacturers 
Trust in 1949. In banking since 1929, 
he was previously active in the credit 
union movement and is honorary presi- 


= 





S 


ITUATED in the heart of the cotton-growing area and long 
established as the world’s largest cotton market, Memphis 


serves as a vast trading and distributing center for much of the 
nation’s crop. Through the city’s transportation terminals move 
great shipments of this precious “white gold,” while through its 
banks flow millions of dollars which go into the growing, har- 
vesting, processing, purchase and sale of cotton and its by-prod- 
ucts. These dollars, for the most part, are represented by com- 
modity drafts, notes, checks, warehouse receipts, bills of exchange 
and other commercial paper, all of which requires prompt and 


careful handling. 


In order to insure such handling, the First National main- 
tains a special Cotton Department, staffed by experienced 
officers and highly trained personnel. If you feel that the extra 
facilities provided by this department would be of value to you 
or your bank, you are cordially invited to make full use of them. 
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dent of the New York State Credit 
Union League. 


e 


Mercantile National Bank at Dallas 
has elevated J. D. Francis to the po- 
sition of senior vice-president, and 
added Harold R. DeMoss to the staff 
as a vice-president. 

Mr. Francis has worked his way up 
the ranks through various departments 

















H. R. DeMOSS 


J. D. FRANCIS 


Addition and promotion 


in the 26 years he has been with Mer- 
cantile. Mr. DeMoss was formerly vice- 
president of the Federal Reserve Bank 
of Dallas, in general charge of bank 
examination, real estate and consumer 
credit functions. 


Sd 


Named executive vice-president at 
the Harlandale Bank in San Antonio, 


| Texas, is Arthur A. Wiede, formerly 
| vice-president and cashier. H. G. Po- 





teet has been advanced to cashier, 


J. R. Lovelance to assistant cashier. 


e 


A new vice-president at the Peoples 
National Bank of Washington, Seattle, 
is Paul L. Dan- 
forth. For the past 
15 years he has 
been with Manufac- 
turers Trust Com- 
pany, New York 
City, most recently 
as assistant treas- 
urer and West 
Coast representa- 
tive covering bank- 
ing and commercial 
relationships in six 
states for the Manhattan 














P. L. DANFORTH 


institution. 


e 


One aftermath of the mighty flood 
which inundated sections of Kansas 
City, Missouri, was the liquidation of 
the Stock Yards National Bank there. 
It was not considered feasible to re- 
equip the institution since all furniture, 
equipment and vaults were destroyed 
by the swirling waters, so the Com- 
merce Trust Company has purchased 
the bank’s assets and assumed its de- 
posit liabilities. 
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Grea amis IN INDUSTRY 


DESK TOP EQUIPMENT 


Quality, efficiency and years of dependable service 
have placed the Bert M. Morris Company foremost 
in the field of better Desk Top Equipment. Many 
famous users have their emblems imprinted in gold. 


MORRISET — the constant- 


flowing, all-round writing 
implement that holds a 
full 2% ounces of ink for 
months of writing without 
refill. Absolutely will not 
flood. Choice of five quick- 
ly replaceable “thread-in” 
points — extra fine, fine, 
medium, broad, stub. 








THERE 1S NO SUBSTITUTE 
FOR QUALITY. All Morris 
writing sets are equipped 
with iridum tipped points 
and each point is tested 
and approved at factory 
for writeability. 
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STURDINESS e EFFICIENCY 
SMARTNESS 


These are combined in the 


superior design of all Desk Top ror Writability’ 
Equipment manufactured by 


THE BERT M. MORRIS CO. 


The setting shown — pen set, 
memo pad, letter tray, ash tray, 











STUB 


bookends and phone rest are a — 
rich appointment to any desk — 
the stamp of an exacting, effi- MEDIUM 
cient executive. The complete <—Saie 
setting retails for little more than 
BERT M. MORRIS CO. Desk Top Package Deals #100 and #200 tine cost of one higher priced wes 
Inquire about the surprisingly low cost of completely comparable fountain pen set. Se 


furnishing a desk with these items. 








FOUNTAIN PENS — an effi- BOOK ENDS — at last — MEMO PADS—available in LETTER TRAY—strong two ASH TRAY—A real He-Man 
cient and economical pen’ inexpensive book ends to two types. With jewelers point suspension allows ash tray. Glass lined, pers 
set with ‘‘thread-in’’ point match modern office fur- bronze bar that drops as access from entire front fect for any desk or cone 
section. A real time and niture, paper is used, or standard and both sides. Tiers ference table. 
money saver in any Office. box style. = added, legal or 

etter size 


BERT M. Morr 1S CO. pept.s-1, 8651 WEST THIRD STREET—LOS ANGELES 48, CALIFORNIA 
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B. M. Lamberson, who became presi- 
dent of the Stock Yards National in 
1950, has joined Commerce Trust as 
vice-president. Other officers have 
joined the Commerce staff with the fol- 
lowing titles: Edith E. Crabb and P. V. 
Miller, Jr., assistant vice-presidents; R. 
Warren Rhodes, Lloyd Troxler and 
Leo J. Stolzer, assistant cashiers. 


° 


The war preparedness program is 
breathing new life into many small 
towns and their banks, located adja- 
cent to defense-inspired industrial 
boom areas. One such example is tiny 


Ore City, in the northeast corner of 
Texas, just six miles from the Lone 
Star Steel Company which is under- 
going a tremendous expansion. 

The town of 500 population has been 
incorporated, its $250,000 bank has been 
reorganized and is to be enlarged, and 
plans are under way to counteract a 
housing shortage emergency. 

Three officials of the Citizens State 
Bank & Trust Company in the nearby 
community of Kilgore are taking a 
major role in revitalizing Ore City. 
They are J. J. Jenkins, board chairman; 
F. L. Sartain, president; and W. R. 
Yazell, a director. The trio has bought 





Why | gave the largest order to Bill 


His office impressed me, first time I saw it. The place had 
an air of quiet efficiency. He had figures we needed, right 
at his fingertips. Looking at his desk, I felt big things would 
get done because details were competently handled. 
It gave me a clear picture of the kind of man I wanted to 
do business with. That’s why I gave Bill the largest order. 
“Y and E” makes the office equipment that’s such an 


important part of this picture. 
Attractive, efficient .. 
—the way that gets the order. 


.-““Y and E” helps you get things done 


“Y and E” equipment is designed for success. 


If delivery on your order for "Y and E” equipment is delayed, you 
may be sure we're doing our best to overcome the problem as 


quickly as steel shortage permits. 





~ Also Makers of Quality Filing Systems and Su 





MARK OF SUCCESS © 





1044 JAY STREET ¢ ROCHESTER 3, N.Y., U.S. A. 
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control of the Security State Bank in 
Ore City, with Mr. Sartain becoming 
president, and a first step has been to 
increase capital funds. The three have 
also formed the Ore City Development 
Company, which has bought 250 town- 
site lots and plans to finance erection of 
homes and business establishments. 


° 


Erwin G. Bauer has joined The Syra- 
cuse (New York) Trust Company as 
assistant vice-presi- 
dent in charge of 
operations and per- 
sonnel. He formerly 
was with Bank of 
the Manhattan 
Company, New 
York City, for 25 
years. During much 
of that period he 
was chief examiner 
in the branch auditing department. 














E. G. BAUER 


e 


The Worcester (Massachusetts) 
County Institution for Savings has pro- 
moted Harry I. Spencer to vice-presi- 
dent and Burton L. Hedin to treasurer. 


° 


Promotions at The Provident Sav- 
ings Bank and Trust Co., Cincinnati, 
have moved H. Hilman Smith to vice- 
president in charge of the traffic de- 
partment and traffic manager (the high- 
ly successful operations of this depart- 
ment were described in last month’s 
issue). John M. Rowan has been named 
assistant vice-president in charge of 
public relations, and Joseph Silbersack 
is now assistant secretary and treasurer. 


e 


Don H. Wageman, 


vice-president, 


who has been in charge of Seattle-First 
National Bank’s Metropolitan office in 
Seattle since 1947, has been transferred 














D. H. WAGEMAN C. K. WATKINS 
Shifted at Seattle-First 


to the Main Office. His former duties 
have been assumed by Vice-President 
Clayton K. Watkins. 

Transferred to the Metropolitan of- 
fice is Fred O. Paulsell, vice-president, 
and formerly manager of the Sixth and 
Denny Branch. His successor there is 
Sydney R. Imus, assistant vice-presi- 
dent. 
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William M. Jenkins, in the branch 
supervision department at the Main 
Office, has been promoted to assistant 
vice-president. 

* 


Manufacturers Trust Company in 
New York City has advanced Henri Z. 
Lake from trust of- 
ficer to vice-presi- 
dent, Ben Feit and 
William B. Lewis to 
assistant vice-presi- 
dents, James H. Al- 
len to trust officer, 
and William H. 
Padgett, Jr., to as- 
sistant trust officer. 














Pumpkin-growing champ of Kerr 
County, Texas, is President Louis A. 
Schreiner of the Charles Schreiner 
Bank in Kerrville. After winning the 
crown for more than a decade, the 
banker lost it last year to a retired oil 
man. This year Mr. Schreiner bor- 
rowed some seed from his rival and 
beat him with his own variety. The 
prize-winning specimen, weighing 78 
pounds, was proudly exhibited at the 
bank. 

* 


Virgil B. Gillespie, vice-president, 

Security-First National Bank of Los 
Angeles, has_ be- 
come manager of 
the Long’ Beach 
branch. At the same 
office, Malcom P. 
Schumacher and 
Edward L. Shaw 
have moved up 
to vice-presidents. 
Vice-President Ira 
W. Kinsey has been 
named manager of vy, B. GILLESPIE 
the Seventh & 
Grand Branch. Morton W. Kiger of 
the head office central loan department, 
and H. Jack Nerdrum at the Beverly 
Hills branch, are now assistant vice- 
presidents. 














° 


At the Oakland Main Office of Anglo 
California National Bank, newly-named 
assistant vice-presidents are Ernest I. 
Jager, manager of the contract depart- 
ment, Reynold W. Jope, formerly as- 
sistant branch manager, and Arthur E. 
Little, formerly assistant cashier. 

Clarence D. Willis, assistant manager 
of the Lemmore office, has been ad- 
vanced to assistant vice-president and 
manager. 

* 


George S. Boetsma, formerly execu- 
tive vice-president, has succeeded the 
late George C. Crossley as president of 
The Prospect National Bank of Tren- 
ton (New Jersey). 
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Just imagine this—it takes less than 15 seconds to issue a Todd 
Register Check-Personal Money Order. That’s right. The whole trans- 
action can be handled in a quarter of a minute, with a single motion 
that saves employee time, speeds up customer service and cuts bank 
operating costs on items of this type as much as 60%. 

No wonder banks all over the country are enthusiastic about 
this high-speed personal remittance service. It means more profits, 
better service, increased customer good will. But that’s not all. Register 
Check-Personal Money Orders give you positive control over check 
issuance and provide inswrance protection for you and your customers. 

To get all the facts about the new Register Check-Personal 
Money Orders—use the coupon. Mail it now. 


THE TODD COMPANY, Inc., Dept. BCH, 

















: Rochester 3, N. Y. 

| Please give us full information about Register Check- 

| Personal Money Order. 

| Bank 

1 Address = Dee een ee 

I City. Zone_State ROCHESTER : NEW YORK 

j SALES OFFICES IN PRINCIPAL CITIES 
Ic neotnahssnisiinwrieesntcenicaiele DISTRIBUTORS THROUGHOUT THE WORLD 


BCH-9-51 














































55 












56 


SAVES TIME, 
EFFORT, EXPENSE 

in savings passbook 
and ledger posting 


The Burroughs Sensimatic is an investment in efficiency, 
bringing new mechanized perfection to all savings window 


posting operations in your bank. 


It’s the machine with a “mechanical brain” that directs it 
automatically ... the machine that handles either Unit or 
Dual posting plans with equal ease .. . that operates 
swiftly, simply and efficiently to save you 


time, effort and expense. 


For an investment that will pay the highest returns, 

call your local Burroughs office for a demonstration of 

the Burroughs Sensimatic Window Posting Machine! 
Burroughs Adding Machine Company, Detroit 32, Michigan. 














Sensimatic features that 
simplify, Speed, and save 
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WHEREVER THERE’S BUSINESS THERE’S Burroughs 


Burroughs Clearing House 
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CANADIAN BANKING 








Bank Advertising 

Most Canadian banks today are ad- 
vertising the opening of new branches 
in other ways than through news- 
paper announcements. Folders an- 
nouncing the new branch are popular, 
and are distributed by mail with or 
without a covering letter in the neigh- 
borhood of the new branch. 

The folders vary with each bank, 
but all feature the address of the new 
branch and the services available. They 
are customarily signed by the branch 
manager. Typical is one _ recently 
mailed in the area of the new Yonge 
and Eglinton branch of the Royal 
Bank of Canada in north Toronto, 
a residential and retail store area. 
The folder invites residents of the 
area to use the new branch, tells that 
it is one of 750 branches of the bank, 
points out all the services of the 
branch, explains that a booklet on 
banking careers for teen-agers is avail- 
able, while the center spread of the 
folder points to the advantages of reg- 
ular saving for a specific goal. 

Imperial Bank’s folder for the open- 
ing of a new branch at Kingston Road 
and Midland Avenue, in an east To- 
ronto residential area, tells the story 
of the bank’s services through the 
manager. The folder’s story is some- 
what in the form of a letter with the 
manager introducing himself, telling 
of his banking career, and then telling 
of the bank’s services. The back page 
of this folder lists the Imperial Bank 
of Canada services. 

The Bank of Montreal has gone a 
step further in the use of folders. It 
issues folders not only to announce 


By JAMES MONTAGNES 
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In two languages, a public relations connection 


new branches, but also to point out 
anniversaries of branch banks to resi- 
dents of the area. Thus there was a 
folder for the first birthday of the 
bank’s branch at Corner Brook West, 
Newfoundland, and one to mark the 
60th anniversary of the establishment 
of the North End branch at Halifax. 
The 80th birthday of the branch at 
St. Johns, Newfoundland, was recently 
celebrated, with a folder on the event 


going to citizens of the city. The anni- 
versary folders for the individual 
branches are standardized in their 
wording, with the date of founding of 
each branch and name of the branch 
being the only variations. The back 
page of each folder lists the bank’s 
services. 

The Bank of Toronto which recently 
opened its first branch in Quebec City, , 
used a series of newspaper advertise- 


A versatile series of folders serves many purposes for many branches 
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SERVING A GROWING COUNTRY 
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St. James Street, Montreal, with the 20-story Royal Bank Building in the background, 


Established in 1869, the Royal Bank of Canada has grown 
to be one of the great banking houses of the world. It has 
over 750 branches located coast-to-coast in Canada, in the 
West Indies, in Central and South America, in New York, 
London and Paris. Total assets are well over $2 billion. 


Individuals, firms and banks doing business in Canada or 
abroad will find at “The Royal” world-wide banking facilities 
—and many specialized services outside the realm of routine 
banking. 


We welcome your inquiries and the opportunity of working 
with you in furthering your business interests in Canada 
and abroad. 


THE ROYAL BANK 
OF CANADA 


HEAD OFFICE — MONTREAL 
New York Agency, 68 William St., N. Y. 5 
Correspondents the world over 


Assets exceed $2,400,000,000 





ments pointing out the history of the 
city with pictures of major monu- 
ments to attract attention. The adver- 
tisement series was in both French 
and English. The connection of the 
bank to the city was brought out by 
showing how one of Canada’s oldest 
banks could help Quebec’s people in 
their future. 


e e e 


Bank Building Formal 
Opening 

The formal opening of the new Bank 
of Nova Scotia Building at Toronto 
is scheduled to take place on September 
25 with the premiers of Canada’s ten 
provinces and the minister of trade 
and commerce, C. D. Howe, present. 
The structure is the largest office 
building erected in Canada since 1930, 
and houses not only the bank’s execu- 
tive offices, but also tenants on 17 of 
the building’s 25 floors. 

While the head-office of the Bank of 
Nova Scotia is officially at Halifax 
where the bank was started in 1832, 
the general manager’s office has been 
at Toronto since about 1900. The bank 
absorbed a number of other banks in 
the intervening years, and is now the 
fourth largest bank in Canada with 
branches throughout the country and 
the West Indies, and offices in the 
United States and Great Britain. 


e e e 


Savings Bond Rate 
Has Been Hiked 


Canada has taken a step now fre- 


| quently being urged for United States 


Defense Bonds, in view of the general 
rise in interest rates. For a sales drive 


| to be held next month, a new series of 
_ Canada Savings Bonds at an increased 





interest rate will be offered. Canadian 
Finance Minister Douglas Abbott an- 
nounces that they will have a 3% per 
cent coupon, compared with a 2°4 per 
cent for previous 10-year issues. 

Actually, the 3% per cent will work 
out at 3.21 per cent, since the first 
coupon covers not a year but 21 
months, and the term of the bond is 
10 years and 9 months, compared with 
10 years for the previous year’s sav- 
ings bonds. The yield for the first 21 
months is 2 per cent. 

The Finance Ministry also an- 
nounces that annual limit on individual 
holdings on the new savings bonds has 
been raised from the previous $2,000 
to $5,000 for each individual. 

Canadian banks are expected to play 
a major role in the Sixth Canada Sav- 
ings Bond Drive to be held in October. 
The previous five postwar savings bond 
campaigns resulted in purchases of 
$1,700,000,000 of bonds by Canadians. 
Most of the bonds are sold on the pay- 
roll savings plan. 
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THE BOOKLET COUNTER 














These booklets are available upon 

request, free of charge or obliga- 

tion, under an arrangement 

whereby the requests are re- 

ferred promptly to the producers. 

Simply address requests on bank 
or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 














More Ways to Make Friends for 
a Bank ... Here in concise booklet 
form are 24 excellent suggestions for 
bank public relations opportunities. 
While some of these ideas have come 
into popular usage since the booklet 
was first published, many others are 
still being overlooked in the average 
bank. 


The American Fiduciary’s In- 
vestment Problem . .. This booklet 
is designed to provide fiduciaries with 
a brief, up-to-date summary of the 
general investment rules which govern 
the investment powers of fiduciaries 
in each state, with appropriate refer- 
ences to the specific statutes and 
judicial decisions underlying these 
general rules. The latter part of the 
booklet is devoted to definition and an 
explanation of the significance, ad- 
vantages and disadvantages of opera- 
tion under legislative restriction. 


50 Years of Banking Service... 
A well-conceived brochure published 
by the American Trust Company, 
Charlotte, North Carolina, in observ- 
ance of the bank’s fiftieth anniversary. 
From a limited supply, American 
Trust will make copies available to 
other banks planning anniversary 
promotional pieces. 


Federal Taxation Without Regi- 
mentation ... The law of the “Take.” 
In this booklet a Pittsburgh tax ex- 
pert, asserting that high taxes cause 
rather than curb inflation, proposes an 
interesting incentive income tax plan, 
together with suggestions for tighten- 
ing the nation’s budgetary policies. 


How to Make Your Records 
Legible and Lasting . . . This pro- 
motional folder, published by a lead- 
ing paper company, contains some 
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interesting facts regarding the reten- 
tion, handling, and posting of records 
in relation to the fiber content of the 
paper stock. 


Premium Pay Practices in Priv- 
ate Industry . . . Especially timely in 
view of the still-threatening labor 
shortage, this thick report will provide 
bankers with a fair estimate of the 
overtime pay policies of other in- 
dustries with which banking must 
compete for manpower. Published by 
the Bureau of Labor Statistics, the 
report summarizes a series of Gov- 
ernment-sponsored surveys of pay 
practices that have been made 
throughout the country. 


How Much Does No Advertising 
Cost? ...A reprint of a short article 
that draws some interesting observa- 
tions on the cost of advertising as it 
compares to its actual and potential 
benefits. 


Better Bank Letters . . . Specifical- 
ly slanted toward the correspondence 
problems of the banking industry, this 
helpful booklet offers many sugges- 
tions for turning each bank letter into 
a favorable public relations tool. The 
excellent examples scattered through- 
out the text point up the fact that any 
letter, regardless of the nature of its 
message, can and should be written to 


A helpful booklet 





convey a feeling of friendly, personal 
interest. 


100 Things You Should Know 
About Communism . . . This title 
covers a series of timely booklets pre- 
pared and released by the Committee 
on Un-American Activities of the U.S. 
House of Representatives. Sometimes 
startling, always’ interesting, the 
series is designed to show the influence 
of the Communist conspiracy in this 
country as a whole, on religion, on 
education, on labor, and on the gov- 
ernment. 


An Introduction to the Marital 
Deduction . . . under the Federal 
Estate Tax Law. Of especial interest 
to bank and trust officers, this twelve- 
page booklet discusses pertinent sec- 
tions of the 1948 amendments to the 
Federal Estate Tax Law as they apply 
to common law states. As the title 
suggests, it is an introduction rather 
than a complete discussion, and sum- 
marizes the provisions of the law for 
those who have not yet found time to 
make a thorough study of the question. 


Budgeted Farm Production Loans 
... Of Production Credit Associations. 
Local stock cooperatives, operating 
under federal charter, are providing 
an increasing amount of the short- 
term credit to farmers in a few key 
areas. This booklet presents a thor- 
ough analysis of the operations of 
these Production Credit Associations 
and the characteristics of the farm 
loans made in the State of Indiana. 


Old Age and Social Security... 
In view of the increasing number of 
persons in higher age groups and their 
economic dependence, this report deals 
with the need for organized old-age 
assistance. Explaining recent amend- 
ments to the Social Security Act, the 
booklet discusses the fiscal aspects of 
the old-age insurance system, the old- 
age insurance trust fund, the cost of 
operating the system and the relation 
of future benefits to the changing 
value of the dollar. 


Time and Office Work ...A 
heavily-illustrated, 32-page booklet 
that points out the time-savings pos- 
sible through the installation of the 
various products of a leading office- 
equipment manufacturer. 
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By FREDERICK C. FIECHTER. Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Purchase Money Mortgagee 
us. Unpaid Vendor 

In taking a purchase money mort- 
gage it behooves the mortgagee to 
make sure that the vendor of the prop- 
erty has been properly paid. This pre- 
caution is worth observing in spite of 
a New York case where the mortgagee 
bank’s lien was protected because it 
was an innocent purchaser for value, 
even though the grantor was de- 
frauded. 

The purchaser paid with a check 
which the grantor discovered later was 
not covered by adequate funds. Her 
attorney notified the mortgagee bank 
that title was clear and the deed and 
mortgage recorded, whereupon it cred- 
ited $1,800, the amount of the mort- 
gage, to her account. She withdrew it 
shortly thereafter. 

Because the fraud perpetrated con- 
stituted statutory larceny by false rep- 
resentations (viz. the implied repre- 
sentation that there were funds to 
cover the check), rather than common 
law larceny, the Court ruled that the 
title which passed to the purchaser 
was voidable rather than void. And 
before it became void she made the 
mortgage which constituted a valid 
first lien upon the property, even as 
against the defrauded - grantor. 
(Tompkins vs. Rodenberger, 103 New 
York Supplement, Second Series, 368.) 
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Joint Loss on Forgery 

To what extent, if any, is there a 
division of responsibility between the 
bank and its depositor in the case of 
loss by forgery? The Supreme Court 
of Kansas’ thorough review of the 
question deserves considerable notice 
by all banks since it indicates that re- 
gardless of statutes the liability of a 
bank cashing forged checks is not ab- 
solute. 

A depositor, in the business of sup- 
plying apparatus for the oil fields as 
the Chase Company, sued the bank to 
recover $5,000 paid out of his checking 
account on a series of checks forged 
by his bookkeeper. Kansas has a stat- 
ute providing that a bank is not liable 
to a depositor under any circumstances 
for the payment of a forged check un- 
less the depositor notifies the bank 
Within six months after the return to 


September, 1951 


. prevented. 


the depositor of the voucher or can- 
celled check that the check so paid was 
forged. 

The depositor was frequently off on 
business trips. Forty-eight spurious 
checks over a period of one year were 
drawn to his order (and his endorse- 
ment forged) or were drawn to the 
order of the bookkeeper. They were 


elapse before examining his state- 
ments, and then, discovering the for- 
geries in September 1947 he notified 
the bank and demanded full restitution 
which was refused. 





! 


originally presented and paid at a bank | 
forty miles away. Most of the checks | 


were received by the defendant bank 
in cash letters from The Federal Re- 
serve Bank of Kansas City, Missouri. 
When these checks were received by 
the defendant bank the signatures on 
them were presumably examined by 


officers and employees of the drawee | 
bank—plaintiff had been doing busi- | 


ness with them for a year before the 
forgeries started—and when they were 
satisfied with the genuineness of the 
signature the checks were charged to 
the account of the Chase Company. 
Monthly, or at time bi-monthly, the 
plaintiff received bank statements dis- 
closing deposits and withdrawals to- 
gether with all cancelled checks evi- 
dencing the withdrawals. A carbon 
copy of all checks written in the plain- 
tiff’s office was kept and his books dis- 


closed the purpose of each check. Each | 


bank statement contained the follow- 
ing notice: “Please examine at once. 
If no error is reported in ten days the 


account will be considered correct.” | 


The checks ranged in amount from 
$48 to $200. 
The first four forgeries resulted in 


an overdraft and the plaintiff received | 


a notice stating: 
“Our books show your account over- 
drawn $142.26. 


If this is correct, | 


kindly call at once; if not correct, | 


please notify us immediately. If an 
immediate notice is given you that 
your account is overdrawn, do not mis- 
construe the haste. It is a wise provi- 
sion to detect forgeries, raised checks 
or mistakes.” 


The Court found as a fact that if the | 


bank had used due diligence in exam- 
ining the first five checks, the forgeries 
would have been detected; and that if 
plaintiff had used due diligence and 


examined his statement and the re- | 
turned checks he would have discov- | 
ered the forgeries and all subsequent | 


forgeries, except one, could have been 
However, he let a year_ 


| 
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Clearwater, Florida... 
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$22.75 
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3, 4, 5 and 6-step models—hand rails at 
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details or send order to 


D. R. CARD CO. 
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MINNEAPOLIS 3, MINN. 
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Evidently reliance on the indorse- 
ment guarantee affixed by the cashing 
bank caused the defendant bank to 
fail negligently to examine for forged 
indorsements. 

Applying the statute the Court con- 
cluded the bank was not liable on 
checks paid between August 1946 and 
February 1947 in the sum of $2,300. 
But what of the 27 checks amounting 
to $2,700 paid thereafter but prior to 
notification? The bank was held ac- 
countable on these checks in the final 
analysis. 

The relationship between bank and 
depositor is that of debtor and credi- 


For SPEED, SAFETY 
in canceling checks 


Thousands of banks use the fa- ) 
mous foolproof CUMMINS 300 
Electric Perforator to avoid the 
contingent liability that increases 
daily with the use of non-perma- 
nent and unsafe ink cancela- 
tions. CUMMINS 300 permits 
each bookkeeper to cancel 
checks immediately after post- 
ing. No skipped checks. No faint 
cancelations. It's all done in sec- 
onds ... faster... safer than any 
other method. - 








CUMMINS 250 Endorser automat->) 
ically prints dated endorsements 
on checks of mixed sizes up to 160 
per minute. All checks stacked in 
sequence. Requires no special ex- 
perience—anyone can operate it. 
Portable: easily moved from one 
listing machine to another. 





A 


IN BUSINESS AND BANKS SINCE 1887 
ORIGINATORS OF PERFORATORS 


UMmMINs 


Cc hicago Corp., Chicago 40, Illinois 








tor. 


In the absence of a special agree- 
ment—and there was none here—there 
is an implied contract that the bank 
will pay out of its depositor’s account 


only on his valid order. It must know 
his signature. “It pays a forged check 
at its own peril... [such] is paid out 
of the bank’s own funds... although 
no degree of care on the part of the 
bank will excuse it from liability, it 
may ... justify the payment of a 
forged check by reason of what the 
depositor does or fails to do.” 

Both the instant parties and the au- 
thorities differed on the effect on the 
bank’s liability of its own original and 








| 





Peewee ewe eee ew eee ee 


See your Cummins man today. Mail this coupon! 


Cummins-Chicago Corporation 
Chicago 40, Ill., Dept. BC-951 
Simply clip to your letterhead and mail. 


CO Literature on check cancelers. 
[) Literature on check endorsers. 


Name. 
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continuing negligence. The trial court 
held the bank without fault on checks 
paid subsequent to its return of forged 
checks. 

The Supreme Court of Kansas, how- 
ever, took a view less favorable to the 
bank, holding it could not relieve it- 
self by the defenses mentioned unless 
the bank was itself free from negli- 
gence. In other words, the depositor 
is not duty bound to protect the bank 
against its own negligence. His duty 
is rooted in equitable doctrine. “It, 
therefore, seems to us that before a 
bank should be permitted to invoke as 
a defense the violation by a depositor 
of his duty in equity, the bank, on 
equitable principles, should first be 
required to show it is free from negli- 
gence in the performance of its pri- 
mary contractual duty.” 

Here, said the Court, the bank’s fail- 
ure to discover the forgeries was the 
first, the primary negligence which 
never ceased. If, notwithstanding this, 
the entire responsibility for the dis- 
covery of forgery is shifted to the 
depositor, it would tend to increase 
carelessness by banks in detecting for- 
geries. “The negligence of a deposi- 
tor does not relieve the bank of its 
continuing duty to exercise reasonable 
care.” There was no agreement 
whereby the depositor agreed to be 
bound by the substance of the notice 
on the bank statement. (Herbel vs. 
Bank, 228 Pacific Reporter, Second 
Series, 929.) 
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Mispayment Without Loss 

The advantage to a bank in exercis- 
ing caution on joint account withdraw- 
als is made patent by the Supreme 
Court of Nebraska, although the bank 
was saved from loss by the use of the 
doctrine of subrogation. 

The deposit was in the name of 
“Sam Kelly or Vera Feidler, in case 
of death only.” The bank and Vera 
mistakenly construed the deposit to be 
a survivorship account and on Sam’s 
death, she withdrew $1,140.66 out of 
a balance of $1,775.13. His adminis- 
trator demanded payment of the 
amount and sued the bank upon its 
refusal to pay him. The bank made 
Vera a party defendant. Her defense 
was that she had used the money to 
pay just claims against the estate. 
Designating Vera as an executrix de 
son tort, i.e. without legal authority, 
the Court held that ordinarily ad- 
vances by third persons to a deceased’s 
representative for purpose of paying 
debts of the estate create only a per- 
sonal liability on the part of the rep- 
resentative. But in cases where the 
representative is entitled to reim- 
bursement from the estate for debts 
paid by him, equity will let the persvn 
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The exclusive patented MOSLER-Du 


You'll find “Snorkel” Curb Tellers are 
already proving their value to progressive 
banks all over the country. They enable cus- 
tomers to enjoy quick, convenient drive- 
in banking where no space is available for 
a conventional drive-in window unit. 


Executives of “Snorkel’’-equipped banks 
report serving up to 371 cars in a single 


HERE’S HOW THIS EXCLUSIVE 
PATENTED MOSLER UNIT WORKS 


%. CUSTOMER PULLS UP TO 
"Snorkel" curb unit and pushes 
button to attrac? the teller 
(located below sidewalk). 


2. TELLER AND CUSTOMER see 
and heer each other by means 
of mirrors and specker system. 


3. ELEVATOR DEPOSIT UNIT is 
sent up and down by the teller, 
completing the transaction in 
half a minute! 


*~ Mosler Safe “” 
Since 1848 


HAMILTON, OHIO 


World’s largest builders of safes and vaults... Mosler built 
the U. S. Gold Storage Vaults at Ft. Knox and the famous 
bank vaults that withstood the Atomic Bomb at Hiroshima 


Sepiember, 1951 


day ... with average transaction times 
running as low as 30 seconds. Customers 
have been spontaneously enthusiastic 
about the new “Snorkel” convenience. 
Many save as much as thirty minutes on 
a transaction. City Traffic Commissioners 
and Police Chiefs are enthusiastic, too— 
about the way the “Snorkel” has helped 
eliminate parking and traffic problems. 














* Makes drive-in service pos- 
sible in built-up areas 


* Provides new convenience 
for customers 


* Actually solves parking 
problems 


t 


Relieves congestion inside 
he bok 





/ex CURB TELLER 


(One leading city official reports that 150 
parking places were saved by devoting 3 
to the “‘Snorkel”’.) 


Why not find out how this exclusive 

atented Mosler product can bring your 
~~ new customers ? Just mail the cou- 
pon below for complete information. 








You are cordially 
invited to see the “Snorkel” 
at the Mosler Exhibit in the 
A.B.A. Convention in Chicago 

Sept. 30 — Oct. 3 

Booths No. 4 & 5 





The MOSLER SAFE Company, Dept. BC-9 
Hamilton, Ohio 


Please send me, without obligation, further in- 
formation on the Mosler Duplex ‘‘Snorkel” Curb 
Teller. 


NAME 





ADDRESS 
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advancing the money (here the bank) 
succeed to the rights of the represen- 
tative and allow him to be paid directly 
from the estate. Of course this is true 
only to the extent the money advanced 
was actually used in payment of debts 


on which the estate was legally bound. 
And is true only “if the defendant 
bank [advancer of the money], not 
voluntarily, but innocently and in good 
faith, by mistake of law, believing it 
was its legal duty to do so” paid out 
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Latin America— 
ready, willing, able! 


Recent interviews with more than a hundred 
Latin American bankers, industrialists and 
import-exporters indicate good markets becoming 
increasingly better in eight countries visited. 


This Bank’s Foreign Department is in constant 
touch with all Latin American countries, not 
only through frequent person-to-person contacts, 
but through long established correspondents, 
who, with us, know how to expedite each 

credit transaction. 


Whatever your prospect in Latin America, this 


Bank can give you both information and contacts 
to accelerate your import-export program. 
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America, England, 
ortugal and Spain 


nternational Banking Service 








the amount involved. 

If Vera actually paid debts of the 
estate which would permit her as exec- 
utrix de son tort to set them off against 
the claim of the administrator, it 
would be unjust to require the defend- 
ant bank, which furnished the money, 
unjustly to enrich the estate by paying 
it again. 

Unlike most litigated joint bank 
account cases, no one’s intentions were 
frustrated. (Gilbert vs. Bank, 48 North 
Western, Second Series, 401.) 


e 5 e 


U.S.A. and Statutes 
Of Limitation 


The rule that the sovereign, in this 
case the United States of America, is 
not bound by statutes of limitation or 
the defense of laches or negligent de- 
lay in enforcing its rights, except 
when self-imposed, had an interesting 
application in the U.S. District Court 
for the Middle District of Pennsyl- 
vania. 

The defendants gave their negoti- 
able judgment note on September 12, 
1941 payable to Essex Home Improve- 
ment Company to be paid in thirty-six 
monthly installments commencing No- 
vember 12, 1941. Essex negotiated the 
note to Kelly who negotiated it to the 
Rutherford National Bank. The bank 
assigned the note to the United States. 
Upon non-payment, judgment was en- 
tered in 1949. 

The fact that the statute of limita- 
tions had commenced to run before the 
United States acquired the note was 
held not to change the rule resting on 
a public policy of protecting the Fed- 
eral revenues and property. “It is well 
settled that the United States of 
America is not bound by state statutes 
of limitation or subject to the defense 
of laches in enforcing its rights.” 
(U.S. vs. Sipler, 94 Federal Supple- 
ment, 987.) 


A. B. A. CONVENTION 


(CONTINUED FROM PAGE 29) 


Company. Louis H. Hammerstrom, 
vice-president, Continental Illinois Na- 
tional Bank and Trust Company of 
Chicago. 

Hotel Committee: C. Edgar Johnson, 
vice-president, The First National 
Bank of Chicago. George S. Allan, vice- 
president, Harris Trust and Savings 
Bank. 

Information and Publicity Commit- 
tee: Robert Lindquist, vice-president, 
LaSalle National Bank. C. Arthur 
Hemminger, assistant cashier, Ameri- 
can National Bank and Trust Com- 
pany of Chicago. 

Ladies’ Committee: Mrs. Carl A. 
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B. J. CRAIG 
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President, National Steel Corporation 
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President, 
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CLIFFORD B. LONGLEY 
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Armstrong & Dahling 
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Vice President, Ford Motor Company 


WILLIAM A. MAYBERRY 
President 


E. M. FORD 
Chairman of the Board, 
Wyandotte Chemicals Corporation 


JAMES W. PARKER 
President, 
The Detroit Edison Company 
HENRY FORD II 
President, Ford Motor Company 


SHERWIN A. HILL 
Hill, Essery, Lewis & Andrews 


HENRY H. SANGER 
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President, Wesson Estates 
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HANDIPRINTER 


for imprinting pocket 
checks on bank premises 


BOOTH 44, A. B. A. ANNUAL CONVENTION 
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Birdsall and Mrs. Homer J. Living- 
ston, Co-Chairmen. 


Registration Committee: O. Barry 
Wallace, vice-president, Continental 
Illinois National Bank and Trust Com- 
pany. John H. Klug, vice-president and 
cashier, American National Bank and 
Trust Company of Chicago. 


Transportation Committee: Charles 
M. Nelson, vice-president, The North- 
ern Trust Company. Charles C. Kun- 
ing, vice-president, American National 
Bank and Trust Company of Chicago. 


IMPROVEMENT PLAN 


(CONTINUED FROM PAGE 31) 


banking services they needed. By the 
time we were through with this tour, 
we were equipped to talk to a rice 
farmer in his own language and we 
knew the fundamentals of his banking 
needs. We knew a safe loan from a 
risk. The rice industry did grow in our 
county and we were ready to help it 
grow. 


We make two types of rice loans. 
One is to the land owner, farming 
his own land. The other is to the ten- 
ant farmer, growing rice on land 
owned by someone else. Down here 
they refer to tenant rice farmers as 
the ‘millionaire share-croppers,” be- 
cause the possible profits are large and 
it requires considerable investment to 
farm rice, even as a tenant. Under the 
tenant-landlord arrangement, the land 
owner furnishes the land, the water 
for irrigation and the seed. The tenant 
furnishes the equipment and does the 
work. Each gets half the crop. It costs 
about $75 per acre to put in a rice crop. 


We make loans to the rice farmer 
to make his crop and as collateral we 
take a mortgage on his equipment and 
his crop, although in many cases the 
irrigation company and the seed house 
have prior claims on the crop. We try 
to hold our loans to around 50 per cent 
of the value of the collateral. 


George Butler is typical of our 
tenant rice farmers. He owns rice- 
farming equipment valued at $40,000. 
He owes us $20,500. He is starting 
to harvest his 600 acres, which should 
produce $100,000 worth of rice. Out 
of his half, he should clear over $25,- 
000, after repaying his loan and other 
minor obligations. 


OMMERCIAL fishing has been an 

industry in our community for a 
hundred years, but we paid no atten- 
tion to it until a fellow from another 
fishing town came to our bank and 
deposited $10,000. In a couple of 
months, his checking account was nea‘- 
ly $50,000. We took notice. We talked 


Burroughs Clearing Hovse 








Sep 





: Soriet or Savings 


. THE CITY OF CLEVELAND 
‘ Founded 1849 


























TRUSTEES 
| Warren Bicknell, Jr. STATEMENT OF CONDITION 
President, Cleveland Construction Co. 
Robert F. Black June 29, 1951 
President, White Motor Company 
ne Irving C. Bolton 
Z. Vice President, The Warner & Swasey Co. R E S O U R C E S 
ce Harold T. Clark, Attorney 
ve (Less Reserves) 
ig Punk M. —— ati nate 
a ° wmptee Sienna iia Cash on Hand and Due from Banks. . .. . $ 17,924,459.60 
‘ ove onway z 
- President, Fisher Brothers Co. United States Government Obligations. . . . 90,934,000.00 
It Feoderick C, Crawferd (Including $13,200,000.00 as Lawful Reserve) 
Sn See en Other Investments .... + + ++ +++ + 14,192,476.48 
is , 
: hn S. Crid ‘ 
ng cnaabaleungs First Mortgage Loans on Real Estate .... 81,475,448.09 
n- Ernest C. Dempsey ; 
a Attorney, Squire, Sanders & Dempsey Other Loans and Discounts. .....-+« 34,464,034.57 
y G Durh . : 
on Seelinns, Windits © tater tote Qandins Banking House and Lot—127 Public Square . 1.00 
i. Randolph Eide Bank Parking Lot—W. 3rd & Frankfort Ave.. 1.00 
President, The Ohio Bell Telephone Company 
6 sisi Interest Accrued and Other Assets. . . . . . 767,738.96 
to eerie ™ France 
he eee Total. .. ss» « SORTED 
nd Dwight P. Joyce 
ap President, The Glidden Company 
Frank C. L 
nt amen af the Geet, LIABILITIES 
he Richman Brothers Company 
sts James L. Myers 
op. President, The Cleveland Graphite Bronze Co. Surplus eoeeceeee ee eo € 6 6 6 & $ 12,000,000.00 
nad Laurence H. Norton ; Reserve for Contingencies . .......-. 1,827,414.73 
we Director, Columbia Transportation Company 
nd Drake T. Perry, Vice President and Secretary, Reserve for Taxes and Expenses. ...... 948,159.36 
H Chemical Co. ‘ , 
he aeenenemcie Savings Deposits .... +s sees s «© SR, SORREETI 
ise Henry S. Sherman 
ry Chairman of the Board Other Deposits . . 1... ee eee sve 4,866,252.71 
ent Herman L. Vail, Attorney, Sayre, Vail & Steele Deferred Credits and Other Liabilities. . . . 2,586,470.19 
John S. Wilbur 
yur Cleveland Cliffs Iron Company Total. «2 2 oe 0 oo SAR TSIS.D 
ce- Arthur P. Williamson 
00. President, Dill Manufacturing Company 
ing 
uld 
yut 
5,- 
her 
Security and Uninterrupted Dividends to 
an Five Generations of Savers 
ra 
en- 
Lhe MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
of Soriety « Savings . 
ked 
pe | September, 195] 69 

















to him about the shrimp and fish busi- 
ness and we learned some elementary 
facts which opened our eyes. 

As we studied the fishing industry, 
we realized that we had been over- 
looking a service which we should have 
been rendering all along to our local 
fishermen, and a source of profit far 
exceeding our expectations. 

This original fish customer induced 
us to help him finance a shrimp traw- 
ler; and we did, against the advice of 
bankers in other fishing communities 
and with considerable misgiving. 

Now that our “feet were wet,” we 
decided to go a little farther. We 





started an advertising schedule in a 
commercial fishing magazine, openly 
inviting loans on commercial fishing 
vessels and checking and savings ac- 
counts from fishermen. 

The response was little less than 
phenomonal. Not only did we gain new 
customers in our community whom we 
scarcely knew existed, but we received 
inquiries from nearly every fishing 
port along the entire Gulf Coast. 

A modern shrimp trawler costs from 
$30,000 to $75,000, and we have fi- 
nanced many of them. We have never 
had a serious collection problem. Some 
of our first loan customers have paid 





EASY SNAP FILE BOX 
“Style C” 
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off their first boats and we are helping 
them to buy their second trawlers. 
The size and volume of the commercia! 
fishing industry has been a revelation 
to us. 

We lend up to two-thirds the ap- 
praised value of a shrimp boat, the 
appraisal being made by a licensed 
marine surveyor. We try to keep 
nearer to the 50 per cent mark. 

The average note covers a period of 
three years, with payments to be made 
quarterly. The reason we prefer quar- 
terly to monthly payments is that the 
seafood business fluctuates greatly 
because of weather and other local 
conditions, and there would be some 
months when the boat owner could not 
possibly earn his payment. Over three 
months, however, he is able to fish at 
least a part of the time. 

Every boat on which we make a 
loan must be insured, and we require 
that each borrower make his deposits 
at our bank. That gives us additional 
business; but more important, it gives 
us a constant picture of his current 
operations and earnings. 

We never have had to repossess a 
fishing boat. 

Our fish business really instigated 
our bank-by-mail service. Appealing 
particularly to fishermen, because they 
go where fishing is good and reach 


| home port only rarely, we knew they 


would appreciate an easy method of 
banking by mail. The service has 


| gained many depositors for us whom 
| we could not have interested in any 


other manner. From the fishing indus- 
try, the idea has gained momentum 
and has carried over to other fields. 

We have tried to educate ourselves 
regarding all other industries which 
have any relation at all to our com- 


/ munity, so that we may serve them. 


OUR years ago we had no personal 
loan service, as such. Today we fi- 
nance automobile and household appli- 
ance loans for individuals. The service 
has gained many new friends for the 
bank and it has served the community. 
We have added a trust department, 
with James McSpadden, a vice-presi- 
dent, in charge. We make short-term 
real estate loans, and on occasions we 
make longer-term loans when we have 
surplus funds available. We have fi- 
nanced several local homes. 

A fresh appraisal of ourselves and 
our community accomplished more 
than we contemplateds and results 
materialized faster than we had antici- 
pated. In fact, events moved so fast 


_ that we rather quickly outgrew our 





building. 

To meet the needs of a modernized 
bank in a growing community we 
erected a new $140,000 building and 
equipped it with every type of banking 
equipment that you ordinarily find in 
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High-speed recorder. Three reduction ratios 
available. Photographs fronts and backs of 
documents side by side on 16 mm. film, or 
at the flick of a switch, converts to 8 mm. 
photography of fronts only up one side of 
the film and down the other. 






Two IMPORTANT WAMES IN MICROFILM y " 


Bell & Howell Burroughs 


MANUFACTURER DISTRIBUTOR 














Possibly there are records in your bank that are 
expendable. Perhaps there are others, too, that 
could be replaced if necessary. But what about 
your vital documents . . . those that affect the 
asset and liability position of your business... 
that affect depositor’s claims, stockholders and 
employees? If they were destroyed or hopelessly 
damaged, what then? 


Increasing your present use of microfilm to the 
extent of recording a// your most valuable docu- 
ments is the surest and best safeguard against 


Simple-to-use reader. Projects clear images 
of original size or, in some cases, larger. 
Combines facsimile printer. Easily operated 
from a sitting position. 





any such occurrence. Microfilming is fast, eco- 
nomical and convenient . . . especially if it’s 
Burroughs microfilming. 


Your Burroughs representative will gladly show 
you how quickly and inexpensively you can 
reproduce your records with microfilm equip- 
ment made by Bell & Howell, leaders in the field 
of fine photography. Also, ask him for the new 
booklet “Safeguarding Vital Records with 
Burroughs Microfilming,” which presents a defi- 
nite procedure for reproducing your records. 


te 
WHEREVER THERE’S BUSINESS THERE'S Burroughs 
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“Know-Why” 


improves ‘“ Bas 


~~ 


Bookkeeper “© «~ 


Entertrainment in 
action, Citizens & 
Southern National 
Bank, Atlanta, Ga. 


Banking authorities agree today’s critical bookkeeper problem is 
basically a matter of training! Entertrainment is a dynamic new training 
idea developed by experienced bankers to (/) reduce the frequency of 
errors,(2) increase bookkeeper efficiency, (3) improve bookkeeper morale and 





thus combat bookkeeper turnover 
by stressing the “why” behind [YUM UDMUINIRE Bt) a aca ag Ve 
important banking transactions! 


We invite you to send for 
complete details about the 
success-tested Entertrainment 
Program absolutely without 
obligation to your bank. 


Entertrainment, Inc. 


Directors: Arthur J. Linn, E. G. Uhl, Jas. E. Potts 


734-15th Street, N. W. , 
Washington 5, D. C. 
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Increasing $30 million 
in 12 months, our total 
resources at mid-year 
were $271,357,067—an 
all-time high for our 
five decades of service 
ze in Arizona. 2 
& SERVING ALL ARIZONA = 
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Gentlemen: Please send me full 
EnterTRAINment information— | 
without obligating my bank in 

any way. | 
Name............5 sa acesipaldepiaeaeiuedeuasookdeines iia l 
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PUNCHES sheets and covers of any size 
or weight, quickly, accurately 








BINDS up to 250 books an hour with 
colorful GBC plastic bindings 


BIND THIS MODERN WAY 
right in your own OFFICE 





Add prestige and attention com- 
pelling appearance to propos- 
als, reports, statements quickly 
...-easily...economically with 
GBC portable plastic binding 
equipment.* Pages turn easily 
..-lie flat. Also binds customer 
imprinted checkbooks—a new 
on-the-spot service used enthu- 
siastically by leading banks. 
Complete GBC equipment costs 
less than a typewriter. Anyone 
can operate. 

*PATENTS PENDING 


SPECIAL TRIAL OFFER 
+ memo | Send today for information 
FR EE and 2 handy pocket memo 
books bound on this equip- 
> § ment. No obligation. 

) General Binding Corporation 
808 W. Belmont Ave., Dept. BCH-9 
: Chicago 14, Ill. uv 























| banks much larger. We believe our 





program will soon utilize both building 
and machines to capacity. 

Four years ago there was common 
talk of the need for “another bank’ 
in our community. Today you don’t 
hear such talk. You do hear oldtimers 
and newcomers alike comment on the 
“city” services available to them. 

That this more aggressive, stream- 
lined policy has paid the bank is indi- 
cated by a few comparative figures. 
For example, in 1946 total earnings 
amounted to less than $50,000. In 1950 
total earnings amounted to $178,000. 
Net after every cost, including taxes 
of all kinds, totaled $62,000, or con- 
siderably more than gross earnings 
only four years before. 


+ e e 


PERSONVEL TRAINING 


(CONTINUED FROM PAGE 34) 


in making banking’s broad services 
possible. The movie grew out of the 
expressed desire of many staff mem- 
bers to know more about the banking 
business and to catch the inspiration 
of their parts in it. It is one of our 
best tools for visualizing for all of us 
the job banking does for people every- 
where. It has given the members of 
our bank a comprehension and ap- 
preciation of the buriness of banking 
that we might not have been able to 
convey as effectively in any other way. 
After each showing of the film we 
have a group discussion of the services 
and ideas presented in the picture. For 
this.purpose we use a booklet on the 
film as a guide for the discussion 
leader and as a tangible means of 
further visualizing the points under 
discussion for the group members. 


enlarge the vocational horizons 

of our people, our visual program 

of education and training also reaches 
into the field of customer relations. In 
this area we are constantly striving to 


make people like to do business with 
' us. Here our objectives are: Effective 


handling of customers’ business “be- 
hind the scenes;” effective dealing 
with customers in person; proper use 
of the telephone; and effective letter 
writing. 

Supplementary to our motion pic- 
ture screen play, which reaches far 
into the subject of handling customer 
business “behind the scenes,” we use 
customer relations case studies, and 
analysis charts with cartoons. 

“Do They Come Out Smiling?” is 
a sound slide film that sets a pattern 
for courtesy and effectiveness in deal- 
ing with customers in person. This tool 
is supplemented by visual analyses of 
customer relations techniques a 
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counters and desks. 

No less important, we feel, is the 
proper use of the telephone in dealing 
with customers. Our sound slide film, 
“Sound Business,’ with supporting 
tools including visual analysis charts 
on answering the telephone, has given 
good results in telephone time saved 
and in customer accommodation. 

Effective letter writing is another 
one of our customer relations objec- 
tives. Our tool in this field is a hand- 
book, “Four Tests for Our Letters.” 
A helpful appendix contains many of 
our letters “before and after” testing. 
This section of the book shows clearly 
the application of the principles and 
standards of good letter writing cov- 
ered in the text of the book. A related 
tool is our “Stenographic Manual.” 
This book sets the standards for capi- 
talization, punctuation, paragraphing, 
abbreviation, and general good usage 
in typewriting. It has done much to 
give us better looking letter output 
in all departments of the bank. 

Throughout our program, and most 
emphatically in the customer relations 
education and training area, we try to 
stress the customer viewpoint. This 
we do through individual and group 
discussions, and we use screen projec- 
tion material to bring into visual focus 
the customer’s expectations whenever 
We can. 


O SIMPLIFY the task of develop- 

ing management capacities in the 
bank, we use a “Visual Chart for Ef- 
fectively Managing a Division,” repro- 
duced on page 33. This chart shows 
how a manager should go about his job 
of managing in the fields of opera- 
tions, education and training, and per- 
sonal relations. We feel that every 
person in the bank has his or her in- 
terests and future closely tied to these 
three fields of activity. And it is what 
our managers helpfully and direction- 
ally do in these areas that motivates 
each person to do the job required. 

To visualize this concept to our staff 
we use a simple graphic device, “tri- 
angle of management.” Education and 
training is the base of the triangle. 
Operations and _ personal relations 
form the two sides. Our underlying 
objective in the management area of 
our program is day-to-day guidance 
in developing people, new and experi- 
enced, in management responsibilities. 
The basic tool in this effort is our 
sound slide film called “The Man in 
Management.” It deals with the tech- 
niques of managing, and was de- 
veloped by a group of our managers 
over a period of time. They wrote the 
script; they put it together. It is their 
product. They helped pick the profes- 
sional actors, and the film was profes- 
sionally produced. As a companion 
piece we have our “Manual for Man- 
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Sure, you’re insured and won’t lose a penny (except 


a possible 6624% increase in blanket bond rates 
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Should your vault be burglarized tonight, could 
you explain your lack of proper burglar alarm pro- 
tection to your customers and directors? No vault 
with a McClintock Grade A Alarm has ever been 
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Use the coupon below to learn how your vault 
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lute protection. 
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¥, 22% tag content, gives you quality 
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#) modest cost. It carries the WESTON 


name right in the watermark as a 





They’re pleased as punch with our new 
letterhead... it’s on WESTON BOND 

















guarantee of extra value and depend- 





ability. Use it for all your letterheads 
and business forms. Made by Byron 
Weston Company, Dalton, Mass. | 
Write for sample book. | 
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IN DIGNIFIED BRONZE 


* * * 





Picture the name of your bank in en- 


during bronze ... the names of your 
personnel in desk plates of the same 
handsome metal. 


Let us show how we can give you the 
finest in signs, desk plates and bulletin 
boards at very economical prices. 





Send for free illustrated literature. 
+ > » 


DESK NAMEPLATES 


SIZE ILLUSTRATED 2” x 10” 
ON BRONZE EASEL 


| Mr.BARRETT 


COST $7.50 
* * * 


“BRONZE TABLET HEADQUARTERS” 


United States Bronze Sign Co., Inc. 
570 Broadway Dept. BM NEW YORK 12, N. Y. 























agers,” a handbook, again made possi- : 
themselves 


ble by the managers 
through their participation in its com- 
pilation. This book in itself is a com- 
plete program for developing super- 
visors and managers. 

Group discussions in management 
functions and operations are scheduled 
regularly as are “conversations” be- 
tween managers and the people who 
work with them. The manager takes 
the initiative by sitting down with his 





co-workers, one at a time, to “talk 7 


things over.” These talks net a man- 
ager appreciation and respect as an 
understanding and cooperative person 
and give our people the opportunity 
for self-expression in the interest of 
the “team” to which they belong. 
Throughout the decade of its use, we 
have developed and added to our edu- 
cation and training program as the 
need became apparent. Today we feel 
that it has served well and that it will 
continue to do a good job for the bank 
and its people. We think that we have 
helped our staff members by simplify- 
ing banking and bank work for them, 
and making learning easier. We con- 
sider, too, that we have made it easier 
for men and women in customer con- 
tact jobs to discuss our services in 
simple, understandable terms. In all, 
we have reason to believe that our ef- 
forts to give meaning and purpose to 
the work of our people and show them 
what their work accomplishes have 
contributed substantially in meeting 


| the manpower situation. 


ORIENTING BEGINNERS 


(CONTINUED FROM PAGE 35) 


business. All of this material was then 
given to J. Stanley Brown, vice-presi- 
dent and personnel director of the 
Chemical Bank and Trust Company in 
New York City, who then wrote the 
manuscript for the book. He is the 
author of the book. 

That Mr. Brown understood ‘‘what 
the doctors ordered” is indicated by 
the reading of his book. It is a lively, 
invitingly written document which 


| greets the reader with a welcome in 
| a chapter entitled, 


“We’re Glad to 
Have You With Us,” and then takes 
him on a pleasant trip through the 
business. All that the senior bankers 
asked for is packed, pleasantly styled, 
into its 79 pages. 

“You and Banking” is interesting 
reading for anybody, even the senior 
bankers themselves for whom it is, by 
virtue of its nature, a revealing lesson 
in attitude toward employees. But for 
the newcomers, for whom it was writ- 
ten, it ought to be an extremely effec- 


| tive birdseye view of banking as an 
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interesting and advantageous business 
in which to work. 

Following the welcome chapter, 
there are eleven brief chapters treat- 
ing banking in operation. 

Under “A Chance to Show What 
You Can Do” are discussed the stabil- 
ity of banking, the permanence of 
employment, the essentiality of the 
business to the community, and the 
opportunities for advancement. 

The “scarcity value” of being mas- 
ter of your chosen field of work is 
explored under “There’s Only One 
Way to Make a Living.” 2 

“People Need Us” outlines bank 
services. The savings function is de- 
scribed under “Making Big Ones Out 
of Little Ones.” “Making Good Things 
Better” describes the lending func- 
tions of banks. Trust services are 
dramatized under the caption, “How 
a Man Can Be Two Places at Once.” 

The transfer of funds, collection 
items, foreign banking, and _ safe 
deposit facilities are covered under 
“Other Banking Facilities.” 

A whole chapter is devoted to “A 
Day in the Life of a Check.” 

The history of money, the dual 
banking system, and central banking 
are covered in a chapter called “In 
Which We Brag a Little.” 

Then it is all summed up with a 
description of the correspondent bank- 
ing system in a chapter entitled “The 
Glue Which Holds It All Together.” 


EW OF these chapters run for 

more than a few pages. Taken to- 
gether, they give an effective overall 
picture of American Banking. 

It’s all written in a lively style with 
vivid word pictures of the various 
functions of banks and the banking 
system and the activities of bank peo- 
ple. In addition, many of the opera- 
tions are illustrated with colorful 
charts. 

Having now given the reader this 
overall picture of banking, the second 


you started right, to turn your mind 
to these things, to interest you in the 
development of all your capabilities. 
If we have succeeded, your real study, 
your real understanding, and your real 
development lie ahead of you... . 
And be very sure of this: in banking, 
you will find more willingness to assist 
in the development of your career than 
can be found in almost any other busi- 
ness or industry. .. . We want to help. 
We will help. All we ask is that you 
give us the opportunity.” 

Providing an orientation course for 
beginners in banking who are not 
ready at the outset of their employ- 


ment for the formal courses of the 
Institute rounds out the A.I.B. educa- 
tional program. The Institute has 
long had pre-standard, standard, and 
graduate courses. Now it has filled in 
at the bottom of the ladder with a 
course for the newcomers, which ought 
to make their new jobs more interest- 
ing than they would be otherwise. 
“You and Banking” is written in 
such a popular and informative style 
that it is usable as reading with or 
without an organized class. But more 
will be gotten out of it in class dis- 
cussion. An instructor’s guide has 
been prepared, and A.I.B. chapters 








section challenges him to action by | 


showing him what he can do to help | 


himself. The spirit of it is illustrated 
in the first two chapter headings. The 
first is “About You.” The second is 
“It’s Up to You.” 

Succeeding chapters stress the im- 
portance of good reading and study 
habits. They tell about the educa- 
tional opportunities of the American 
Institute of Banking. Others discuss 
personal salesmanship and the neces- 
sity for developing those personal 
qualities that always bring recognition 
and advancement. 

The book winds up with a chapter 
entitled “We Want to Help.” This 
Says in part: “We have not told the 
whole story by any means. The whole 
story can be told only by living... . 
Gur present purpose has been to get 
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a vs is a story about the evolution of farming and farms, and about 
farmers of all the ages past. Its vital information is of interest to everyone. 

Learn how and why more progress has been made by Americans in 
the last one hundred and twenty-five years than was made by all mankind 
during all the previous ages. The manner in which it is told will hold your 
attention to the last paragraph. Here are facts that make fiction seem 
dull, indeed . . . even the statistics sparkle! 

Land of Plenty is a success story of free enterprise in a land where the 
minds and hearts and hands of men are free. 

Know your America! Send for your copy today!! 





2K This book should be in every school 


library, every research library, every 
business library ... EVERY library, 


everywhere! 


YOU COULDN'T SPEND A SMARTER QUARTER! 


SINGLE 


25¢ COPIES 


FOR BULK ORDER PRICES WRITE 


FARM EQUIPMENT INSTITUTE 
=> 608 S. Dearborn St. =| 


Chicago 5, Illinois 
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When you think 
of Pittsburgh . . . 


The Nation's Leader in 
industrial Expansion... 


OZ, 


PEOPLES 
FIRST 





























ish in cia 


Since 1945, Pittsburgh leads all 
the nation’s metropolitan areas 
in industrial expansion—with 
$147,211,000 in industrial build- 
ing contracts, an additional in- 
vestment of $518 for each pro- 
duction worker in the Pittsburgh 
area. Here is further proof of the 
faith which industry has in 
Pittsburgh’s future. 

As industrial expansion con- 
tinues, new business opportunities 
are created . . . smaller companies 
prosper in supplying the specialty 
needs of larger corporations . . . 
all businesses grow and thrive 
along with the industrial giants. 
You can get the facts on new busi- 
ness opportunities in Pittsburgh 
by writing to The Pittsburgh 
Industrial Development Council, 
Pittsburgh 19, Pa. 

And for your correspondent 
banking requirements in Pitts- 
burgh, think of Peoples First. 
With an intimate knowledge of 
this metropolitan area, and com- 
plete facilities, we are in excellent 
position to serve your needs. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 


Correspondent Bank Department 
P.O. Box 506, Pittsburgh 30, Pa. 


Member Federal Deposit Insurance Corporation 


78 











and study groups will offer the course 
wherever they exist. They will con- 
duct classes in individual banks if that 
is preferred. Certain banks which 
have regular training classes have 
indicated that they will build their 
training in the future around “You 
and Banking.” 

A.I.B. leaders believe the new course 


will not only improve employee morale 
and reduce turnover but will make 
many new bank people more interested 
in the formal courses of the Institute 
and thus lead to more and better 
careers. 

Copies of the book may be ordered 
from A.I.B. headquarters in New York 
or through A.I.B. chapters. 


MR. CLUTCHBILL 


(CONTINUED FROM PAGE 37) 


chairs sit around their directors’ table 
just like you wish they sat around 
yours. I tell yuh it makes a highbrow- 
looking place.” 


Mr. Clutchbill squirmed and tried 
not to show it. “Caleb, somehow ... 
somehow, I’m going to have five of 
those chairs.” 


“You'll find they’re going to keep 
them right in their own banking 
family, but I happen to know they are 
going to put five of them up for a 
prize in the muzzle-loading one-mile 
rifle event this very Saturday after- 
noon.” 


“So-o!”” Mr. Clutchbill got up, sat 
down and grabbed his grey goatee. 


“You can’t enter. The contest is just 
amongst themselves.” 


“Eh, Caleb, have you told anyone 
about this?” 


Mr. Bagley shook his head. 


“Well, then don’t. I’m starting for 
Camp Cashier’s Rest right now.” 

The old director jerked his black 
Stetson over one eye and set off 
straight as a dart for the weather- 
beaten cottage of his crony, Cal Ban- 
nister, at the south edge of the village. 


Mr. Bannister was sitting on a chop- 
ping block in his woodshed mending a 
dog collar belonging to his ancient fox 
hound, Heliotrope, when Mr. Clutch- 
bill’s shadow ran over his knees. 


“Cal! Grab the car and your mile- 
gun! There’s a muzzle-loading rifle 
shoot over to Camp Cashier’s Rest in 
the mountains . . . there’s something 
like $500 up!” 

“Five hundred!” The dog collar 
dropped out of Mr. Bannister’s hands. 


In less than a minute Mr. Banni- 
ster’s faded blue roadster let go a 10- 
gauge shot from her exhaust pipe, and 
plunged backward through a smoke- 
screen out of the barn door. 

“Get in while I fetch the gun,” hol- 
lered Mr. Bannister above the vibrat- 
ing fenders. 

Shortly the great rifle, powder horn 
and bullets were wrapped in a horse 
blanket and stored in the rear. 

“T haven’t been so nervous in ten 
years,” yelled Mr. Clutchbill pulling 


his hat down to his ears. “We’ve got to 
go some if we get there in time, or get 
into the shoot, if we do.” 


Call prodded the engine into a lion- 
like roar and started off in high. 

“It’s going to be at a mile... 
range!” barked Mr. Clutchbill brok- 
enly as they missed the gate post. 


“The old gun has hit seven barrel- 
heads out of ten at a mile,” purred Cal 
fluttering his eyebrows as the car 
skidded around a corner to the main 
turnpike. 


“It’s a high-brow shoot. I imagine 
only genuine boarders at the Camp 
can get in. We’ve got to think of some- 
think strange.” 


“Naturally! Five hundred ain’t 
come by once in a six months in this 
valley.” 


“TI just hope none of my neighboring 
bank contemporaries have heard of 
this shoot and edged themselves in. 
Wait till you see the prize—it’ll knock 
your eye out.” 


FTER an hour of wheel-humming 
over a valley turnpike and a cat- 
like climb on a mountain road the road- 
ster panted across a rustic bridge over 
a lagoon lined with picturesque canoes, 
passed a sylvan log dormitory, the Cafe 
des Cashiers and stopped beside a new 
little cabin with plump artistic, fluted 
white pillars and a gold sign, “Bank- 
ers’ Bank, Ltd.” 


“My gosh!” uttered Mr. Clutchbill, 
“it’s their new bank that Caleb Bagley 
was telling me about.” 


It must have been the rest hour, for 
no one was in sight. 


Suddenly a rifle shot rang out of the 
forest some distance away. 


“They’ve started! Leave the car here 
and come!” Mr. Clutchbill, followed by 
Cal, hurried in the direction of the 
rifle shot. 


Shortly they came out on the shore 
of a forest-surrounded mountain pond, 
its tranquil mirror reflecting the 
checkered emerald of the trees. Under 
great pines sat the entire contents of 
Camp Cashier’s Rest, each dignified 
individual marked by an eyebrow- 
mustache, sideburns or imperial in 
token of their degrees of cashier, vice- 
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president or president. 

Mr. Oliver Bero, the small, plump, 
red-faced manager, whom Director 
Clutchbill had more than once helped 
out of a tight situation, stepped for- 
ward and bowed. 

“An honor,” he said graciously. “Be 
seated, gentlemen, it’s a unique event. 
We got these old muzzle-loaders at 
different auctions this summer. Ex- 
president Socrates Wemis, the presi- 
dent of our new bank here at the 
Camp, has just shot and missed. Can 
you make out the target far down at 
the end of the lake?” 

Mr. Clutchbill and Cal squinted and 
slowly nodded. Riding on the edge of 
the dam, holding in the pond, the tiny 


white speck of a barrel-head twinkled 


one mile away. 


HE second contestant was making 

ready. Riding high over his impe- 
rial was a tiny light-weight felt hat 
with the brim turned up all around. 
The gentleman extended himself prone 
on a blanket and rested over a rustic 
log his long muzzle-loader on which 


had been mounted a rifle telescope. He | 


became very still. Slowly his neck ran 
out carrying his aiming eye like a 
headlight. Hours seemed to creep by, 
and then, suddenly, the rifle screeched. 
The gentleman’s little felt hat hopped 


straight up as though on a puff of air | 
and the shooter skidded back a foot | 


on his belt-buckle. Down the lake, far 


short of the target, a silver splash told | 


of the failure of the bullet. Kindly ap- 
plause followed the noble effort as 
another contestant began preparing 
for a shot. 

“Methinks, Mr. Morgus,” came a 
graceful vice-president-like voice, “the 
powder deposit should be sweetened 
against a shortage.” 

Mr. Morgus, a mere cashier, oblig- 
ingly harkening to the voice of au- 
thority, applied his powder horn again 
to the rifle’s muzzle, rammed in a 
bullet and reclined on the blanket. 
After a breath-holding pause the 
rifle barrel writhed under a stunning 
blast. Mr. Morgus’ eyeglasses left his 
nose like a startled grasshopper, and 
those with telescopes noted with regret 
the splash of the bullet on the pond’s 
surface telling of another miss. 

Mr. Clutchbill and Cal sat there 
politely in their orchestra seats until 
the entire list of contestants had rung 
up zeros. It was then, just before the 


second heat, Mr. Clutchbill wandered | 


over to a small wiry gentleman with a 
little lemon-colored fuzz around his 
ears. 

“Didn’t we meet over on Mt. Hor- 
rible last summer?” he ventured. 

Ex-president Socrates Wemis 
smiled. “I remember,” he nodded. 

“Luck seems to be against the boys,” 
Sympathized Mr. Clutchbill. 

“Bah! The target is too distant. I’d 
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give anything to knock over that 
barrel-head.” 

“It’s an easy matter,” whispered 
Mr. Clutchbill bending close. 

“Wha... how?” 

“If you’d care to step out of ear- 
shot.” 

Followed by Cal the two gentlemen 
drifted up a path. 

“My pal here, Mr. Bannister, would 
like you to see a gun he always carries 
in his car to use against heavy game.” 

“With pleasure,” nodded Mr. Wemis 
brightening his step, and with that 
quick knowing glance gained in a life 
of banking. 


A few moments later Mr. Bannister 
slid his great rifle from its blanket. 

“Tt is a genuine ‘mile-gun,’ sir, made 
by Hector Ferris of Utica, New York. 
It has.a record of seven barrel-heads 
out of ten at one mile. The telescope 
is very brilliart and powerful.” 

“Hm-m, looks poisonous,” purred 
Socrates Wemis. 

“She weighs forty pounds and never 
moves under a heavy load. The bullet 
has to be made in two pieces to go 
through the gain-twist of the barrel. 
A mile-gun, sir, is sighted to throw 
the bullet in a high curve and land 
right on a mile-away target. Some say 
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departments . . . makes people feel a sense of 
pride and security in doing business with you. 
Rand M¢Nally offers a flexible choice of 
systems . . . Coupon Books, Pass Books, 
Double-Dating Cards .. . and a choice of 
promotional material, too... 
readily tailored to your needs. 


Write for complete samples 
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SYSTEMS 


You build good will with a 
Christmas Club which 


can’t be measured by the number of Club 
accounts alone. The pleasant, speedy way a 
Rand M¢Nally system operates attracts 


customers and creates interest in other 
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New! 





BRONZE or BRASS PERPETUAL CALENDAR 








Replace your worn 
Celluloid or Cardboard 
Inserts with new 
NON-WEARING 
BAKELITE ENGRAVED 
LETTERS AND 
NUMERALS 


For Prices 
Send Us Samples of 
Sizes You Use 


Address Dept. B counter. 








for Counters and Safe Deposit Booths 
{with Two-tone Pen Holders) 
This superb, modern-styled Counter Calendar with hinged tops perks 
up the appearance of any counter or booth! Contains lifetime Bakelite 


enameled and engraved inserts for days, months and dates. Furnished 
with genuine Kerr Fountain Pen sets which assure long wear. 


Your choice of Single or Double-Faced for one or both sides of writing 


Base Measurements: 22'' x 6''—Height: 234"' (including 5/16" thick base) 


No. CKD-2....$76.00 (Double Face—with 4 Pens) 


No. CK-2 


..--$46.25 (Single Face—with 2 Pens) 


(If desired in chrome, add $2.00 to each of the above prices.) 
Write for details of other all-metal PERPETUAL CALENDARS 
—with and without Pen Sets—for COUNTER and WALL use. 


Headquarters for NAME PLATES @ HOLIDAY TABLETS @ SPECIAL PLAQUES 
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M | Modern Streamlined 





®@More than 1000 satisfied 

Over users—banks, saving-loan, 

theatres, stores, ticket offices. 

in use ®Sturdy aluminum—gray 
by one hammer-tone finish. 

leading ® Compact, light weight—9 Ibs. 


Western et. 
Bank @ Trouble-free—not one cent 
Chain spent for service by any cus- 


tomer in 2/2 years. 
®@ Smooth, efficient operation. 
Modern streamlining does it. 


At bank and office supply dealers—ONLY 
§ 4000 Long Beach Ave., Los Angeles 58, Collif. 
1 Send literature on M P Jr. and nearest dealer's name. 
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THE BANK OF VIRGINIA 


_ COIN CHANGER 








NEW YORK 7, N. Y. e CO 7-3590 







The Bank Wire into our Richmond 
main office is “extended” by inter- 
office teletype to our five other cities 
listed below. For speed unequaled in 
Virginia, send your Virginia items 
to THE BANK OF VIRGINIA! 
Write for details. 800 E. M&in St., 
Richmond, Virginia. 


RICHMOND © PETERSBURG 
ROANOKE © NEWPORT NEWS 
PORTSMOUTH ® NORFOLK 


Member Federal Deposit Insurance Corporation 
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MACHINE AND HAND POSTING 
PASSBOOKS DEPOSIT RECEIPT 


CASE POCKET CHECK CASES 


AND PASSBOOKS. AWD OIE-CUT 
LEDGER CARDS. SAMPLES ON 
REQUEST 


WILLIAM EXLINE INC. 


O OWTARIO STREET CLEVELAND 13, OHIO 








the bullet, at its top curve, looks 
around like a kingfisher for its victim, 
and then swoops for it.” 

“Well, I never!” Socrates Wemis 
touched the gun with a loving hand. 

“Would you like to use it?” 

Mr. Wemis looked stealthily back 
among the trees. “I’d never get over 
it if I won the contest.” 

“And also the prize, the elaborate 
set of chairs,” put in Mr. Clutchbill 
modestly. 

“T don’t care a whoop about them.” 

“What! Why, I think them lovely. 
If you won, maybe I could buy ’em for 
my little bank’s directors’ room. It is 
very needy.” Mr. Clutchbill sadly fin- 
gered his goatee. 

“Landsakes! I’d give them to any 
man that showed me how to knock over 
that barrel-head.” 

“You’ll let him take the gun, won’t 
you Cal?” 

Mr. Bannister held it out. “There’s 
nothing to remember, sir, except to 
put the cross-hairs in the scope right 
over the barrel-head.” 


HEN Mr. Wemis’ time came he 
slid the great forty-pound rifle 
over the resting-log. It was noticed 
among the local gentlemen that a 


| strange weapon was in their midst, 
| and necks ran out all along the line. 


Mr. Wemis sighted through the 
scope, his right cheek swelling out 
under the pressure of a determined 
tongue. He had a sudden quiver-spasm. 
Mr. Wemis panted slower, became 
quiet, immovable. His finger began 
curving around the delicate trigger. 

Suddenly a spit of thin blue smoke 
and burning wadding plunged out of 
the: great rifle. It sounded as though 
an ancient panther had picked out its 
meanest scream and put every lung- 
cell behind it. Mr. Clutchbill searched 
anxiously through binoculars for the 
barrel-head a mile away. It had disap- 
peared. It had plunged backward out 
of sight. Others had already discov- 
ered its absence. A gentlemanly cheer 
went up. A reception line formed. Mr. 
Wemis was run along the gauntlet, his 
hand-shake arm pumping at every 
step. 

Mr. Clutchbill got to him at last. 

“Take the Looie Fourteen chairs, 
brother!” gasped Socrates Wemis. 
“What a day! Champeen rifle shot!” 

“Why ... why, bless my soul! I'll 
never be able to thank you,” gulped 
Mr. Clutchbill. ‘The Ferndale National 
will be the toniest bank in the state.” 

And that evening just as Mr. Clutch- 
bill and Cal were starting home, and 
no one near them, the wily director 
slipped quietly to the bulletin board on 
the little private bank of Camp Cash- 
ier’s Rest, and penciled at the bottom: 
“For Personal Loans: See our Agency, 

The Ferndale National Bank.” 
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Four avenues to complete and satisfying 
Correspondent Bank Service 


Through every channel of communication, the 
correspondent banking facilities of National City 
are continually at the disposal of banks through- 
out the world. Night and day, around the clock 
they provide speedy, accurate, dependable ser- 
vice ... service that meets every requirement of 
modern correspondent banking. 


Constantly, from our 54 overseas branches in 
major trading centers of the world, come up-to- 
the-minute trade reports. Our credit files contain 
current facts and figures concerning hundreds of 
thousands of firms and individuals in this country 
and abroad. Our 67 branches which blanket 
Greater New York enable us to keep a finger 
constantly on the pulse of this all-important area. 


These world-wide facilities working for your 
bank, combined with the personal, interested 


attention National City devotes to the problems 


of correspondents—will prove a definite asset to 
officers and customers of your bank. We cor- 
dially invite you to use these four avenues to 
complete and satisfying correspondent service. 





Around the Clock Transit Service 
Bond Portfolio Analysis 
Complete Foreign Facilities 


Collections Credit Information 

Cooperation in Financing Local Industry 
Underwriting and Dealing in State and Municipal Bonds 

Safekeeping—Other Security Transactions Personalized Service 


Complete Trust Service 











THE NATIONAL CITY BANK OF NEW YORK 


Head Office: 55 Wall Street, New York 15, N. Y. 


67 Branches in Greater New York and 54 Branches Overseas. 


Correspondent Banks in every commercially important city of the world. 


Fist in World Wide Banking 





CITY BANK FARMERS TRUST COMPANY 
(Trust Affiliate of The National City Bank of New York) 


Head Office: 22 William Street, New York 15, N. Y. 


Member Federal Deposit Insurance Corporation 
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“we get action at 
Philadelphia National 
... You will too!” 


*Our bank isn’t a big one 

.. . but those fellows at 
Philadelphia National understand 
that good banking service 

is as important to the smaller 
communities as it is to 

the larger cities. The way 


they cooperate with us proves it.” 


THE PHILADELPHIA 
NATIONAL BANK 


PHILADELPHIA 1, PA. 
Established 1803 


Member Federal Deposit Insurance Corporation 


The Number One Bank in Philadelphia 
in more ways than one! 
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Surely, two burglars never made more painstaking 
preparations to rob a bank. Shinburn spent long 
weeks inventing and practicing a new technique — 
sandpapering his fingertips until they were sensi- 
tive enough to “feel” the tumblers fall on a lock. 
Nine thousand dollars was invested in a fabulous 
collection of burglary tools. 

As a “front”, White rented space beneath the 
bank and opened an “‘insurance office.” Yet, after 
chipping away the ceiling one Sunday, they faced 
defeat. Instead of just an air space between them 
and the bank’s floor, they found a solid mass of 
rubble mixed with concrete. None of their tools 
could cope with this. 

Desperately, White began to patch the mutilated 
ceiling while Shinburn persuaded a dealer to open 
his store and sell some matching wallpaper. By 
Monday, White was back in “business”, and his 
partner was making tools to root out rubble. 

Four weeks later, they cut through 14 inches of 
concrete, lifted a rug by the President’s desk, 
opened the vault, and walked out with two suit- 
cases filled with $2,750,000 in cash and bonds. 


Burglary of The Ocean Bank, 
New York City, June 27, 1871 


* * * 


You can probably think of several reasons why 
this crime.could not succeed today. Yet perseverance 
and inventive genius -perverted to larcenous ends can 
still create serious hazards for your bank. Un- 
doubtedly, you rely on the dependable, ever-present 
protection of insurance, which covers not only crimi- 
nal actions but also losses due to liability, fire and 
many other hazards. 

Have you considered, however, that maintenance 
is as important to insurance programs as it is to 
other protective devices? Only continuing, expert 
review can keep your insurance tn line with changing 
conditions. Your local Etna agent is well-qualified 
to perform this service. Using the Aitna Plan of 
Risk and Insurance Analysis, he can not only pro- 
vide the exact types and amounts of protection you 
need, but also establish a simple control system which 
permits constant maintenance of the entire program. 
You will be pleased with this proved, professional 
insurance service. 


LIFE AND CASUALTY 
Emma Life Insurance Company 





ZETNA CasuaLtTy AND SuRETY Company 


The £ina Life Affiliated Companies write practically every form of insurance and bonding protection 














Etna Casualty and Surety Company 
Hartford 15 Connecticut 
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FIRE AND MARINE 
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Revolving doors 


... always open—always closed”’ 


ay "COME IN" 


Illustrated is International’s new, 
production-built Standard Model Revolving Door — 
most custom features at low budget price. 


Sent on Reguest 


e « - @ booklet you will find invaluable as a guide 

to entrance planning. Write for your free copy. 

For immediate information, consult the classified section 
of your telephone directory or see our catalog in Sweet's. 
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Your bank will be a more pleasant place . . . Your 
staff will be more congenial . . . healthier and happier 
— with a revolving door entrance. These doors are ‘‘al- 
ways open — always closed.”” They seal out cold in 
winter and heat in summer. Drafts and dirt that blow in 
through swing doors are kept outside . . . revolving 
doors eliminate wasting valuable lobby space for vesti- 
bule areas. Revolving doors cannot be blocked at the 
doorway — or jammed with one-way traffic. 


When a bank plans new entrances, the decision indi- 
cates revolving doors . . . because of their economies — 
their efficiency as entrances — their positive contribu- 


tions to a pleasanter, friendlier bank atmosphere. 


Periodic lubrication plus an annual check is the 
only maintenance required for years of service 
from a revolving door. 


NOLWy, 


JineennlerlogaC yan BNNNEL 


1857 EDGAR STREET 200° EVANSVILLE 7, IND. 


IN CANADA — International-Van Kannel Doors are available 
through Eastern Steel Products, Ltd., in Toronto and Montreal. 
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The Pennsylvania Company has opened a new branch office in 
Philadelphia—the first privately owned building erected on the new 
Independence Hall Mall. That Colonial Georgian style structure is a symbol 
of service—to our customers and to our Correspondent Bank family. 


Good service is built upon experience, and experience is history. 

Our new branch office wears its look of history naturally. 

We have been directly connected with the history of this city and this 
country ever since 1812. In fact, through merger, our history— 

our experience—goes back to 1781, when the Bank of. North America 
became the first chartered bank on this continent. 


But we are not content to lean back into history. We add to 

that long experience every new, proven method, every new mechanical 
convenience—to make tomorrow’s service today’s. 

That’s the best way we know to continue serving more people more 
ways than any other Philadelphia bank. 








What has Colonial 
Architecture got to do 
with Banking service? 
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THE 
PENNSYLVANIA 
COMPANY (or Banking and Trusts 


Founded 1812 
20 Offices, Philadelphia 


Member Federal Reserve System 
Federal Deposit Insurance Corporation 
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EVERYONE WANTS MONEY! 
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Christmas 


Christmas Club, A Corporation, 
originators of the Christmas Club 
Plan supplies the key that opens the 
doors of opportunity—more money 


its profit and its future growth. The 
public’s use of these services creates 
new wealth and individual oppor- 
tunity. 


HEADQUARTERS FOR MEMBERS OF 
o to Po et ~ 


@hristmas, ‘Club 


Screusencs re THE INCORPORATED” 








for the people; more business for the 
bank. 

The individual’s attitude toward 
money determines whether it is a 
constant problem or the means of 
economic freedom and financial 
success, 

Christmas Club teaches people to 
save money the easy way and this 
leads to financial independence and 
future security. 

The mechanics of thrift—loan pro- 
grams and savings programs—trust 


Christmas Club brings people and 
banks together. To the bank it brings 
new customers for every service—to 
the people it brings a knowledge of 
how to use the services their bank 
provides. 

Christmas Club, A Corporation, 
can help you operate and promote 
your Christmas Club in such a way 
that it will create prospects for every 
service you offer the public. Why not 
let us have the nearest Christmas 
Club staff member discuss the matter 
at your desk, at your convenience? 
money handling and forwarding—are He has every system for efficient 
the bank’s business. From them it operation and a wide variety of ad- 
derives its income. Its success in vertising material to build an efficient 
selling them to the public determines —_ program to meet your local needs. 


Shristinas Club 


services and estate management— 


ORGANIZATION CHRISTMAS CLUB 


ORIGINATORS OF THE 
CHRISTMAS CLUB PLAN 
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7 Housewives Insurance men Manufacturers 
tt Gorporation Executives Realty men Office workers 
Teachers Carpenters Factory workers 
FOUNDED BY HERBERT F. RAWLL Salesmen Nurses Policemen 
230 PARK AVENUE, NEW YORK 17, N.Y nana Seteats neat 
"i : ee ai atin iain Lawyers Grocers Clergymen 


BUILDS SAVINGS - 
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BUILDS CHARACTER 


BUILDS BUSINESS FOR BANKS 
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FAST SERVICE—ANYWHERE 


25 BURROUGHS PROCESSING CENTERS ...FROM COAST TO COAST) 


Atlanta Detroit 
Boston Houston 
Buffalo Kansas City 
Chicago | Los Angeles 
Cincinnati Memphis 
Cleveland Miami 2 
Dallas Minneapolis 
Denver New Orleans 
New York City 
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Philadelphia 

Pittsburgh 

Portland, Oregon { 
Seattle | 

St. Louis | 

San Antonio 

San Francisco 

Washington, D. C. 
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Skilled mechanical service, on your premises, from 583 Burroughs service cente" 
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smaller banks, too, 


can afford 





America’s finest 


bank designing... 


if coats 10 mo ! 





Aiton Banking and Trust Co., Alton, Ill. 
new fixtures...or a new building — 


your project is created by the same specialized staff! 


Ordinarily, you pay a premium for superior services. But when your quarters 
are modernized by our organization, you get what is recognized as America’s 


Special department to aid you in presenting finest bank designing . . . at no extra cost! This holds true regardless of the 

your project for government approval size of your bank, or extent of its project. Our vast experience, specialized 
ability and sound knowledge of the banking business enables us to effect, and 

Government regulations require you to sub- _ a . ‘ 

allt dala apie te mee lina pass on to you... . savings in time and money in every step of your program. 

of your new building project. You'll find Further, your new quarters will be the essence of operational efficiency and 

our special department invaluable in help- architectural beauty. And they’ll be designed to help increase your business! 


ing you prepare this presentation material. 
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Recently Completed: Security State Bank, Turlock, California 


Equipmeit Corporcition 


OF AMERICA 
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Mr. J. B. Gander, President 


Bamk Building amd. Equipmerit Corporcition OF AMERICA 
Ninth & Sidney Sts., St. Louis, Mo. 


RIE Ro icons Ganev eaeae deamon (date), we contemplate 
(] New Bldg. (-] Modernized Bldg. (7) New Fixtures (_] Modernized Fixtures 


Without obligation please furnish complete information about your 
ters. organization, its service, experience and projects you've completed. 


a ‘ein ipaeioninnct City........... state. ... 
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Tom Scott, president of Scott Truck and Tractor Company, shows a new IH line to John 
Breard, executive vice president of the Central Savings Bank & Trust Company, and Fred 
Millsaps, president of the Ouachita National Bank of Monroe, Louisiana. 
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ican like this are nothing new in Monroe, Louisiana. 


Farm equipment bank financing agreements, along the lines sug- 
gested by the International Harvester Company, were first put into 
operation by these progressive businessmen in 1947. Since that time, 
farm equipment loans in large numbers have been made to farmers 
without a single loss or repossession by these two banks. 


[fap 


In addition to increased revenue from such loans, both banks re- 
port that they have received many new accounts through handling 
this retail paper. 


Continued mechanization is a measure of farm progress, as well 
as insurance against reduced agricultural production because of 
threatened labor shortages. The local International Harvester dealer 
who sells the equipment, the banker who makes the installment loan, 
the farmer who buys the equipment—each one contributes to the 
good of the entire community. 


INTERNATIONAL HARVESTER 


180 North Michigan Avenue Chicago 1, Illinois 
International Harvester products pay for themselves in use 
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x Builders of farm equipment 
ee a for easier, more profitable 
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we mm farming ... trucks for better 
an 5 transport .. . industrial 
Be sa Pe power for road-building and 
rT | earthmoving . . . refrigera- 
(os Aina tion for better preservation 
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